Y«<in  of  (orrica,  pkii  occalarotad  Kiantifk  taiti,  prova 
that  lha  Airow  floHh  won't  paal,  chip,  crock,  foda  or  cor- 
roda  undar  avan  tavarast  condiHom  of  waothar  and  um. 


Talephone  POmpton  lak*}  7-1820 
HASKEIL,  NEW  JERSEY 


They  add  up  .  .  .  and  they  make  Sense 
.  .  .  the  keys  to  successful  BUSINESS! 
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There  are  a  great  deal  more  sales  advantages  when  you  handle 
the  Shieldoll  line.  Sheildalls  have  and  are  receiving  excellent 
consumer  acceptance.  We  are  furthering  this  interest  with  a 
completely  new  advertising  and  promotional  plan  designed  to 
bring  inquiries  to  the  dealers  door. 

Check  the  advantages  listed  below  and  then  contact  Grover  A. 
Richards,  general  sales  mgr.,  for  complete  information. 


•  Oi*  cut  "sura  fit"  parts 

•  lasy  on*  men  installation 
a  Chimnty  vont  vontilation 
a  Comploto  color  soloction 


o  lass  than  two  waak  dalivarias 
a  Cuarantaad  sailing  program 
a  fool  proof  construction 
a  Steady  high  rata  profits  year 


YOUNGSTOWN  INDUSTRIES,  INC. 

710  SOUTH  STATi  ST.,  GIRARD,  OHIO 


ADDRESS. 


STATE 


BUILDING  SPECIALTIES 


S«Ut  of  $3,000  to  $4,000  wookly  aro  normal  for  many  daalars  tailing 
Childart  AlkAluminum  Awnings.  But  not  a  nickal  of  tka  profit  from 
thata  salat  it  wattad  in  costly  tlat'by-slat  shop  attambly.  Your  salat 
veluma  dapandt  only  on  your  salat  forca— not  tha  capacity  of  your 
shop  attambly  craw.  Childart  doat  alt  tha  manufacturing  for  you  at 
tha  factory  .  .  .  dalivart  complatad  awnings  to  you  raady  to  install. 
Matt  production  kaapt  costs  low,  makat  avary  homa  ownar  a  prospact. 
And  aasy,  quick  installation  adds  to  your  profit  on  avary  tala! 


New  Kind  of  Alnminum  Awning  Lets  You  Sell 
"Off  the  Shelf". ..  Ends  Costly  Shop  Assembly 


Every  Childers  Awning  Is  Completely  Manufactnred 
at  the  Factory,  and  Individually  Packaged  in 
Sises  for  Every  Window.  One  Man  Can  Unpack  "On  the 
lob"  and  Install  Average  Window  Aiening  in  20  Minutes 


You  don't  naad  a  high>pricad  shop  craw  to  do 
costly  hand^tsambly  whan  you  tall  naw  Childart 
Awnings^succattor  to  old^ttyla  tial  awnings. 


Don’t  pas.s  up  the  bijj:  profits  in 
sellinjjr  permanent  awnings  in 
your  community  because  you  hate 
to  invest  a  big  chunk  of  capital  in 
equipment  and  slow  moving  inven¬ 
tory  to  shop-assemble  old-style, 
custom-tailored  slat  awnings. 

You  don’t  need  costly  equipment, 
a  room-full  of  slats,  braces,  and 
screws,  or  a  high-priced  labor  force 
to  sell  and  install  revolutionary  new 
Childers  All-Aluminum  Awnings. 

All  you  need  to  capture  a  huge 
share  of  the  awning  market  is  a 
g(M)tl  siiles  crew,  because  Childers 
Awnings  are  completely  manufac¬ 
tured  at  the  factory.  They  come  to 


you  individually  boxed,  in  standard 
sizes  to  fit  every  w’indow,  porch, 
and  store  front. 

You  don’t  even  need  to  open  a 
Childers  carton  until  you  deliver  it 
to  the  “job.”  Even  then,  one  man 
can  unpack  an  awning  for  an  aver¬ 
age  window,  and  install  it.  without 
help,  in  just  20  minutes! 

And  that’s  not  all — Childers 
mass  production  gives  you  a  real 
price  advantage  over  competition. 

So  get  set  now  to  enjoy  a  profit¬ 
able  Childers  franchise  in  your 
community.  Write  Childers  Mfg. 
Co..  3620  W.  11th  St.,  Houston  8, 
Texas. 


CHIlDiRS  DOORHOOD 


CHILDERS  AWNINO  FOR  DOUiLE  WINDOW 


Workman  arrivat  on  ''job''  at  9:00  A.  M.  and  in 
10  minutas  ha  hat  unloadad  tavaral  factory-saalad 
carton*— aach  containing  a  Childart  awning  for  a 
singla  window— and  it  raady  to  unpack  and  install 
tha  first  awning. 


9:10  to  9:25  A.M.  Using  only  a  scrawdrivar  and 
a  pair  of  pliars,  this  workman  unpacks  and 
assamblas  tha  first  Childars  Awning  and  installs 
Quick-Attach  brackat.  Now  ha's  raady  to  attach 
it  quickly  to  tha  window. 


9:25  to  9:30  A.  M.  With  Childar's  Quick-Attach 


(Wilders  Mfa.  Co., 

3C20  West  1 1th  Street 
Houston  8.  Tesas 
Gentlemen  : 

Please  rush  me  complete  information  about  the  huae  money-makinfr  opp^irtunitieH  in  selling 
Childers  Aluminum  Awnings  plus  information  about  a  protected  Childers  franchise  for  my 
community. 


EVEIIV  SALES  HELP  YQU  NEED,  Childers  furnishes 
to  help  you  sell;  Demonstrator  Awninf;,  Koda* 
chrome  Depth  Pictures,  Sales  Manual,  News¬ 
paper  Ad  Mats,  Door  Hangers,  Mailing  Cards. 
Polders,  Brochures  ...  A  complete  merchan¬ 
dising,  advertising  and  selling  program  for 
every  step  of  the  sale.  Everything  from  door 
openers  to  sales  closers! 


LIMITED  NUMBER  OF  CHILDERS  PROTECTED 


FRANCHISES  STILL  AVAILABLE 


A  campMa  daochaad  in  every  package  Top.  two 
siden.  and  Quick-Attach  Bracket  -plus  a  few 
screws  are  all  you  handle. 


Fd  say  width  window,  porch,  or  atoro  front — right 
from  stock.  No  slat-by-alat  assembly  meant  fastor 
delivery,  high  installation  profit. 


Look  of  all  thoso  quality  features  of  Childer’s  All- Aluminum  Awnings:  Face  sheet  of 
solid  aluminum,  leakproof,  yet  ventilated.  Gleaming,  baked-on  enamel  finish.  Wide 
choice  of  colors.  Can’t  rot,  fade,  or  rust. 

FIT  ANY  SIZE  WINDOW,  DOOR  OR  STORE  FRONT 
FROM  STOCK,  WITH  NEW  PACKAGED... 

CHILDERS 

READT-TO-INSTALL  ALUMINUM  AWNINGS 


brackot  attachtd  above  window,  workman  simply 
insorts  top  of  awning  in  brackot,  lowers  awning 


against  window,  and  secures  it  with  two  screws—  ADDRRSS. 


in  only  5  minutes.  The  job  is  dene— from  carton  to 


completed  installation  in  20  minutes!*  *  CITY  -  ....  STATE 

*Of  course,  it  takes  longer  for  larger  awnings.  |  D  i  have  an  outside  salee  crew  D  I  do  not  have  an  outside  aalea  crew. 
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all-aluminum 


(ombination  sform-screen  door 


LOOK  —  a  finest,  top-qu^ty,  fully  extruded 

aluminum  combination  door  that  can  be  sold  for  less 
than  fifty  dollars!  Yes,  it's  true  —  this  door  is  built  to  the 

very  highest  specifications  —  it’s  rugged,  sturdy,  solid  — 
and  it  retails  at  a  price  that  means  thousands 
of  extra  sales  for  aggressive  dealers! 

Just  one  look  at  this  door  and  you'll  see  what  we  mean  when  we  say 


i  I 


homeowner 


MZ;, 


unxdtic.  CORPORATION  OF  AMERICA 

70*1  S.  S6th  STRUT  •  MILWAUKEE  14,  WISCONSIN 


EASTERN  ASSEMILY  PLANT,  PATERSON,  N. 


COR^ORi 

'»  m. 

door 

"'•orroouoo  on 

rour 


IN  CANADA:  ALUMINUM  ILDG.  PRODUCTS  CO.  LTD.,  WINDSOR,  ONTARIO 


BUILDING  SPECIALTIES 


TEXTURED 

COATING 


the  NATURAL  sidewall  coating! 


A  scientific  compound  of  Silicon-Asbestos-Mica . 


•  Available  in  2  Types  and  3  Testures: 
Series  100  Series  200  Series  300 
Smooth  Sand  Pebble 


•  Far  all  weathered  surfaces: 
Cement  Block;  Brick;  Stucco; 
Asbestos  Shingling;  Wood 
Siding;  Wood  or  Asphalt 
Shingling! 


Equal  to  10  or  more  thick 
nesses  of  ordinary  house 


paint! 


can  be  in  a  new  business  ...  or  set  up  a  new  and  instantly  profit- 
department  in  a  field  that  is  rapidly  sweeping  the  country, 
ink  of  iti  Where  once  housepainting  was  an  oft-repeated  job  that 
^ok  days  and  necessitated  weeks  of  good  weather  .  .  .  now  you  can 
BEAUTIFICATION,  INSULATION  and  PROTECTION  far  beyond 
^imits  of  mere  paint.  It's  a  fabulous  story  —  and  one  which  is 
SALES  AND  PROFIT  HISTORY  everywhere.  Get  in  it  todayl 
^^w^a^^ce  and  get  the  pick  of  remaining  territories. 

VERFLEX  SALES  CORPORATIONTseal  Tec  Div.) 

Carlstadt,  New  Jersey 

PUost  B^nd  compUf*  information  to: 

Ww  ar«  Doaler,  Diitributor,  Applicator 

Addrott  . * . 

City  &  StoU . 

Q  W»  arw  familiar  with  this  typo  of  work. 

("*)  W«  or*  not  familiar  with  this  type  of  work. 

Territory  desired  . . . . . 


YOUR  BEST  BET  .  .  .  10  10  I! 

1.  Mildew  resistant! 

2.  Water  repellent! 

3.  Termite-proof! 

4.  Windproof! 

5.  Lime  resistant! 

6.  Fire  retardent! 

7.  Chip-proof! 

8.  Color  fast! 

9.  Heat  insulating! 

10.  Cohesive  plus  Adhesive! 


•  Gives  old  or  new  natural  aluminum  a 
brand-new  look  that  lasts! 

•  Protects  as  it  cleans  —  leaves  weather¬ 
proof  high  gleam! 

•  Sold  only  by  aluminum  window  and  door 
dealers! 

•  Fulfills  a  long-standing  need  of  consu¬ 
mers.  dealers,  manufacturers! 


Now  you  havr  the  perfeet  answer  to  nistonier's  query.  ‘■}low 
Ho  I  eJeaii  them?”  —  when  you  install  aluminum  winilow 
and  doors'  PKOTKCTAI.l’M  is  the  sen-ational  new  dis- 
eovery  that  overronies  and  prevents  the  ravages  of  weather 
and  time.  I'se  it  when  you  install  .  .  .  sell  it  to  your  new 
and  old  customers!  Thev'll  appreciate  I’Rt )Tt!(!TAI,rM  and 
you'll  appreciate  the  extra  business,  added  (irofits,  compen¬ 
sated  service  calls.  A  perfect  item  to  call  hack  on  old 


S/.OO 


PROTEITiLIM,  l\f. 


no  CENTER  STREET  DUmont  4  5376  NEW  MILFORD  N  ) 
In  New  York  Call:  MU  8-1186 
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BUILDING  SPECIALTIES 


IS  yOUR  WINDOIfe^^ 
IN  TUNE  WITH  T^MES 


nioc.iL^r 
Ml^SI  0)1  J 
niisTc/ji 


ictniioir  sales 


We  still  have  dealerships  a  v  a  i  I  a  b  I  e  . . .  w  r  i  t  e  for  details! 

The  ABC  Jalousie  Window  is  the  most  revolu¬ 
tionary  and  practical  improvement  in  window  design 
today. ..the  All  Balanced  Control  is  unmatched  on  today's 
market ...  both  in  the  fine  construction  and  appearance! 

ENGINEERING  COMPANY 
OPA  LOCKA  •  FLORIDA 
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RU-NU'IT  is  a  pressure-sealed  sidewall  resurfacer  containing 
the  indestructible  minerals,  asbestos  and  mica.  It  is  air-blast 
fused  to  the  surface,  not  merely  nailed  on  like  ordinary  siding. 

By  the  unique  method  of  its  application,  RE-NU-IT 
assures  greater  insulation  and  durability.  It  does 


//ta/ 


not  hide  or  alter  any  of  the  architectural  lines. 


RE-NU-IT  comes  in  9  colors  and  in  appearance  looks  like 
stucco  but  is  far  less  coarse.  Truly,  RE-NU-IT  provides  the 


'New  look  of  beauty  with  the  strength  of  armor!" 


^  For  full  particulars  CALL  or  WRITE 
.  .  .  FILL  IN  AND  AAAIL  THE  ATTACHED  COUPON 

RE-NU-IT  CORP. 

424  West  42nd  Street,  New  York  18,  N.  Y. 
LOngacre  3-6631 


RE-NU-IT  CORP.  Dept.  B8 

424  WEST  42nd  STRIIT  NEW  YORK  IB,  N.  V 
Pleas*  send  complete  Applicotor  informotien  to: 


12 


BUILDING  SPECIALTIES 


EVERYBODY  WAYTS  THE  YER 


rOMRIilTIO\  STORM  &  SCREEN  UllVDOW 

ALL  ALLWlMYEn  .  .  . 


ANDKKA  liao  liont'  it  again!  You  kppt  u;  growing  fa>l  anil  working  fllliou^ly 
to  (li-livrr  our  now-rainouii  kniirra  T'RO-TRAl^K  “I’irtiirr  Franii-”  (!oniliinalion. 
TODAY  INTHODIJCE  tin-  Andna  “TRI  WAY”  ...  a  l>ig  new  >iorni 
window  that  given  you  TRII’I.E  AOTION  at  lef*  tlian  two-trark  lO^t ! 

1'lie  Inlying  pulilir  in  waiting  for  the  ipiality  three-way  action  ANDRKA 
“TRI-Vk  AY”  offern.  \X  e're  ready  to  help  you  get  the  RllitJKST  .  .  .  and 
eanient  nalen. 

(!all.  ^  rile  or  'k  ire  iin  .  .  .  or  your  neure-t  DISTRIIU  TOR  today! 


To  the  growing  family  of 
Andrea  diitribulors  we  are 
proud  to  odd: 

BABYLON,  L.  I. 

Andrea  of  Suffolk 
531  Sunrise  Highway 
BAbylon  6-2200-i 

BROOKLYN,  N.  Y. 

Andrea  of  Bklyn.  &  Queens 
520  Morgan  Avenue 
FLoral  Park  2  6849 
PHILADELPHIA,  PA. 

Anchor  V.  B  Mfg.  Co. 

2837  Ridge  Avenue 
FRcemont  7-3178 

BRIDGEPORT,  CONN. 
Emerson  Mfg.  Co. 

5  Daisy  Court 
BRidgeport  67-7218 

SYRACUSE,  N.  Y. 
Dependable  Sales  Co. 

908  S.  Salina 

A  hearty  welcome  to  our  moit 
recent  member: 

HOMESTEAD  ALUMINUM 
WINDOW  CORP. 

116  Glenridge  Avenue 
Montcloir.  N.  J. 

Montclair  2-0058 


FKATl'RK.S  YOCT)  EXI»K('T  ONLY  IN  MO.ST  KXI'KNSIVE  IMTS 
“AMIRE.A"  TRI-WAY 


1.  HoldiMl  milrod  «*ornorN  !t.  Complrlely  Nolf-Ntorin|i{ 

2.  Fully  exirudod  f.  lnlorlo<*k  doNi){n 


(Quality  “TRI-WAY”  action  throughout 


;i  I  \orma!  Mtrnmer  use:  Sm^eii  on  bottom.  2  iii^rrt*  on  t<»p.  •‘liiiing 

ill!*  iilr  felii?i*  insert  for  sent  control:  hi  liincrt-  remain  ponitioncd  anywhere 
with  htainlenn  nteel  npringn;  cl  Self  .Storing  ( gla»n  in-ert  nloren  lo|i  or  hottoni 
in  nuniiiier  .  .  .  ncreeii  ntoren  INSIDE  in  winlerl;  dl  Top  or  holloni  senlilution; 
el  Interlocking  hetween  hath  gla^»  in-ert>  or  hiiween  glaMi  X  scri'en;  fi 
Screen  raiseti  or  lowerv  when  in  normal  .>-umnier  ii-e  with  gla>!>  in-eii  in  slorcrl 
poxition.  (da—  in-ert  rai»eh  lower>  when  in  winter  ime  with  -creen  iiiM-rt 
in  xtored  po>ilion. 


183  HORTON  AVENUE,  LYNBROOK.  L.  I.,  N.  Y 


LYNBROOK  3  8668 


PA»IN6 


Are  You  Getting  Your 
Share  of  The  Profits? 

Is  Your  MASTIC  Depend¬ 
able  and  Trouble-Free? 

Is  Your  Mastic  Backed  By 
Over  37  Years'  Experience 
In  Residential  and  Indus¬ 
trial  Protective  Coatings? 


mmmm 


NAME- 


ADDRESS 


ZONE _ STATE. 


SOLD  WITH  10-YEAR 
FACTORY  REPLACEMENT 
GUARANTEE 


AN  EXCLUSIVE 
WURTZILITE 
FORMULA 

The  CARBO-TEX  formula  is  the  result 
of  years  of  reteorch  and  experiment.  It 
is  composed  of  selected,  protective  oils, 
combined  with  long-lasting  mica  and 
asbestos.  In  addition,  CARBO-TEX  is  the 
only  exterior  wall  coating  containing 
WURTZILITE,  a  remarkable,  natural 
mineral  rubber  that  adds  to  the  resiii* 
ency  and  flexibility  of  the  coating, 
thereby  assuring  longer  life.  One  coot 
of  CARBO-TEX  is  equal  in  thickness  to 
about  10  COATS  of  ordinary  paint. 

.  .  It  odheres  to  the  woll  surfaces  to 
‘^hich  it  is  applied,  and  will  not  powde 


Protective  Coatings  is  Corbozite's  business  .  .  .  and 
has  been  for  over  37  years.  Large  industrial  users 
of  mastics  and  vraterproof  compounds  endorse  and 
recommend  Carbozite  products  for  their  quality  and 
dependability  .  .  .  and  CARBO-TEX  is  one  of  the 
most  revolutionary  in  this  famous,  extensive  line  of 
protective  coatings.  CARBO-TEX  is  not  a  paint  or 
cement  wash,  but  a  thick,  textured  resurfacer,  in 
White  and  Pastel  Colors,  applied  by  powerful 
air-pressure  to  all  types  of  exterior  walls.  It  fuses 
Itself  to  old  wall  surfaces  and  provides  a  seamless, 
steel-like  armor  that  protects,  and  adds  fresh,  last¬ 
ing  beauty.  No  other  exterior  wall  mastic  offers  you 
such  controlled  quality. 

CARBO-TEX  dependability  means  greater  profit 

for  you  .  .  .  more  satisfaction  for  your  customer. 


Carbozite  Protective  Coatings,  Inc. 
101  Cedar  St.,  New  York  6,  N.  Y. 

Please  send  information  regarding 
franchises  and  available  territories. 


CARBOZITE  PROTECTIVE  COATINGS,  INC. 

101  CEDAR  STREET,  NEW  YORK  6,  N.  Y. 

Carbo  Tex  Division  Phone:  DIgby  9-3170 


A  New,  Longer  Lasting 
Surface,  Pressure- Sealed 
To  Old  Concrete,  Stucco, 
Brick,  Shingle,  Clapboard 
and  Cinder  Block  Walls 


Alumi^o 


The  Door  To  Comfort,  Economy 


PHONE 

YOUNGSTOWN,  OHIO 


ALUMIDOR  MFC.  COMPANY.  STRUTHERS,  OHIO 


BUILDING  SPECIALTIES 


Yes,  sales  on  Alumidor  are  still  growing  every 
day  by  leaps  and  bounds  —  because  it  has  a 
great  appeal  to  homeowners  plus  rugged  dura 
bility,  beauty  and  balance. 


All  of  Alumidor's  selling  features  are  too 
numerous  to  mention  here,  but  Alumidor  is 
outstanding  because  it  is  the  only  door  with 
graceful  fluted  side  and  head  rails  on  the 
outside  and  is  satin  smooth  on  the  inside.  They 
can  be  sold  with  either  butt  end  or  mitered 
corners. 


A  few  K.  D.  distributorships  are  still  avail¬ 
able.  Present  Alumidor  Distributors  hove 


Successful,  prosperous  salesmen  say,  “this  is 
the  door  that  leads  to  profit",  but  to  get  the 
whole  story,  drop  us  a  line  today. 


sufficient  inventories  to  supply  dealers. 


<3 
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The  Uolco  Package  Plan  goes  to 
work  on  the  thousands  of  home 
owners  who  need  to  “make  more 
rooml”  It  shows  them  how  to  en¬ 
close  porches/  patios  and  build 
breezeways.  It  gives  them  re¬ 
modeling  ideas  that  can  be  your 
big  source  of  volume. 

NOW  is  the  Time  to  Strike  with 
This  Package  Plan!  Home  Owners 
are  Ripe  for  Remodeling  Due  to 
Now  FHA  Terms! 

The  Ualco  Package  Plan  Includes: 

Ualco  Jalousie  Window  —  the 
hottest  item  yet  to  hit  the  remod¬ 
eling  market.  People  see  these  win¬ 
dows  with  sleek  glass  louvers 
framed  in  satin  smooth  aluminum 
and  they  can’t  wait  to  put  that 
glamour  in  their 
own  home.  These 
windows  are  prac¬ 
tical.  They  open 


UALCO  JALOUSIE 
DEMONSTRATORS 
FOR  TOUR  SALESMEN 

•  C«iy  to  C«fry  fhat 
handle) 

•  Shows  the  feature!  qulckei 

•  Makes  more  sales 


100%  to  summer  breezes  and  shut 
tight  against  winter’s  worst.  They  UALCO  JALOUSIE  DISPLAY 
are  shipped  to  you  fully  glazed  and  Power-Packed;  Pre-tested — does 
screened  (storm  sash  also  avail-  the  selling  for  you!  Shows  people 
able).  Easy  to  install.  No  weather  how  to  “make  more  room.’’  Con¬ 
stripping  needed.  Completely  pack-  tains  actual  Jalousie  that  the  pres¬ 
aged  for  protected  handling.  No  pect  can  operate  himself.  This  dis- 
need  to  tie  up  money  in  large  stock,  play  has  beautiful  pictures  of  Ja- 
We  make  immediate  LCL  Ship-  lousie  installations  that  "perk  up’’ 


ment  on  all  fill-in  orders. 


UALCO  SALES  BUILDER  KIT 

Complete  with  newspaper  mats; 
mail  staffers;  radio  spots;  tele¬ 
vision  spot  and  win¬ 
dow  banners  that  |' 
sell  people  on  en-  ■  o... 
closing  porches —  I 
building  breezeways 


the  prospect’s  imagination  and 
help  him  visu¬ 
alize  Ualco  Ja¬ 
lousies  in  his 
own  home.  'The 
display  is  ex¬ 
actly  what  you 
need. 


Here’s  How  To  Get  Started! 

Just  fill  out  th«  coupon  b«low.  You 
will  promptly  rocdivo  tti«  Udico 
Jdioutid  ditpUy  jnd  thg  Soidt  Buildtr 
hit.  Wt  bill  you  only  |I9.2S  for  th« 
ditpldy  (dctudl  cost) — but  this  ontir* 
$19  2S  it  ddductdd  from  your  initidl 
ordori. 


Salts  Builder. 


UNION  ALUMINUM  CO.,  INC.,  SHEFFIELD,  ALABAMA 
WORLD’S  LARGEST  MANUFACTURERS 
OF  ALUMINUM  CASEMENT  WINDOWS 


from  my  tnlllal  ortfor*.  With  my  tfitqlay  I  will  also  rocdiv*  witbout  <horBr 
compivto  MORI  ROOM  -  ft4l»»build«r  Mit. 

Q  Rleat*  tond  colAlog,  technluii  dot#,  prlco!. 


Name  .  ..  =  ... 

Signed 
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York.  m9>l.  I^mer  Bntadwajr  from  The  Bettman  ArrhUee 

low  old  lop  THINK? 


wji  when  dll  you  needed  was  to  think  hard  and  work 
hard  and  build  a  better  mou>etrap.  Then,  aa  the  saying  goes, 
the  wtirld  Inrai  a  path  to  your  dotor. 

//  it  eifT  e\tstfJ^  thst  happy  time  is  paaeJ, 

l^nfortunately.  tom  many  business  men  run  their  enterprises  on 
the  assumption  that  that  time  is  still  here  .  .  .  that  they  own 
the  best  mousetrap  and  destiny  will  direct  the  world  to  their 
place  of  business. 

Vl'oklJ  that  thn  utre  so. 

Vie  at  UARNIR  M  ANUFACTURfNG  CORPORATION 
recogno/e  that  changing  times  demand  changing  thought  .  .  . 
dynamic  trends  require  Hexibilitv  in  tactic,  strategy  and 
mechanics  of  business. 


lor  these  reasons,  ue  continuously  work  to  improve  'X’ARNFR 
VI  l  A TMI RMASTFR  products  —  although  they  enjoy  an 
enviable  reputation  for  value.  W  continuously  maintain  strong 
advertising,  merchandising  and  sales  promotional  programs  with 
and  on  behalf  of  our  dealers.  W  continuously  conduct  an 
aggressive,  personalized  relationship  with  our  dealers  to  keep 
abreast  of  their  needs,  experiences  and  problems  .  .  .  exchanging 
information  freely  for  mutual  assistance.  And  nr  continuously 
plan  for  the  future  .  .  .  designing,  engineering,  experimenting  so 
that  any  eventuality  will  find  VTARNFR  VTF  A  TMI  RM.ASTFR 
and  their  dealers  ready. 

It  you*te  a  mtnJ  on  the  future,  you  uant  the  kinJ  of  progresiiie 
cut  itonment  to  he  founj  at  yCARSTR. 


WARNER  WEATHER-MASTER  COMBINATION  STORM  WINDOWS, 
DOORS  AND  PORCH  ENCLOSURES 

MANUFACTURED  BY 

uioRntR  mfc.  coRP. 

85  5  COMMUNIPAW  AVENUE 

JERSEY  CITY,  N.  J. 


PAINT  CO. 


MAHftS  SiNCt 
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Texas  Brags  Again  — 

BIG?  So  BIG,pardner,  we 
reckon  PRE^KIJT  Ornamental  Iron 
by  the  MILE! 

And  last  month  we  shipped 
18.69  MILES  of  pickets  «€> 

Look  at  ’em  all  and  you’ll  pick  the  prime  brand-— 
P  I*  Iv  U  T  /  made  by  the  world’s  largest  manufac* 
turers  of  ornamental  iron  (located  in  the  largest 
state,  naturally)— and  corral  more  sales. 


Write 

DALLAS  IRON  &  WIRE  WORKS,  INC. 

6115  Denton  Dr.  P.O.Box  7202 
Dallas  9,  Texas 


''•o/ 


'o// 


V 


Copyright 
Potent  Ponding 


K.D.  COMBINATION  WINDOWS 
ALUMINUM  STAINLESS  STEEL 
ind  REDWOOD 

Writt,  Wirt  or  phene  fw  further  infornation  te  Dept  2-19 


miracle 
PRODUCTS  COMPANY 

15221  W.  11  MILE  RD.  BERKLEY,  MICH 


here's  a  nmmeff  /hcf: 

YOU  CAN  MAKE  MORE  MONEY  WITH 


JALOUSIES! 


THE 


Mk 


JALOUSIES  ENGINEERED  FOR 


EASVr LOW-COST  INSTALLATION! 

Ludman's  superior  window  engineering  experience  and  "know-how"  has 
produced  in  WindoTite  Jalousies,  the  greatest  profit  maker  in  the  build¬ 
ing  specialties  field. 

WindoTite  economy-wise  design  hands  you  extra  profits  on  every  job. 
Streamlined  marketing  gives  you  jalousies  when  you  want  them.  These 
and  other  exclusive  time-  and  money  saving  features  add  up  to  give  you 
a  BIG  EDGE  on  competition. 

BRING  ditfJPotm  TO  AVERAGE 
HOME-OWNER’S  BUDGET. 

WindoTite  is  high  on  qualify  —  low  on  price.  .  .  .  Profits  are  bigger  and 
faster  because  WindoTite  makes  it  easier  to  sell,  easier  to  install. 

Exclusive  features,  superb,  architecturally  correct  construction  AT  NO 
EXTRA  COST.  Large  volume  and  mass  production  combined  with  stand¬ 
ardized  glass  and  screen  sizes  to  give  you  the  finest  jalousies  made  at 
sensible  sales-closing  prices. 

Widest  range  of  standard  sizes,  plus  WindoTite's  "magic"  adjustable 
mullions  will  fit  any  opening.  No  costly,  time-consuming  special  sizes 
from  factory.  Jobbers  everywhere  can  fill  your  needs  in  a  jiffy  . . .  and 
amazing  TENSION-GRIP  Louver  Clips*  —  clips  hours  off  installation  time 
.  .  .  eliminates  glass  breakage  and  chipping  .  .  .  gives  tighter  fit. 

.  GET  ON  THE  7Se  BAHDWA60N 
...  BIG  PROFITS  ARE  WAITING  FOR  YOU! 


*  patent  opplied  for 


LUDMAN 


has  solved  the  jalousie  industry’s 


two  oldest  prohlems ...  to  help  you  sell  more 
Jalousies  and  install  them  for  less  cost! 


QI0 


TENSION-tRIP  LOUVER  CLIPS! 


ADJUSTABLE  “MAUC  MIMIONS" 


These  new,  exclusive  Louver  Clips  give  you  a 
talking  point  your  competition  can't  match! 
They  save  hours  of  installation  time.  No  metal 
crimping  required  ...  no  broken  clip  tabs 
because  no  tools  are  used!  Glass  slips  in  and 
clicks  in  tight  with  automatic  ease.  Anyone  can 
install  or  change  WindoTite  Jalousie  glass! 


9UP  GLASS  INI  CUCKS  IN  TIOHTI 


Think  of  it!  Now  you  can  adjustasii 
handle  every  installation 
with  standard  width 
WindoTite  JALOUSIES  ||p  I 

straight  from  your  job-  1 |  | 

ber's  stockroom!  No  wait-  < '  '  ^ 

ing  for  factory  shipments  of  special  widths. 
Ludman  "Magic  Mullions"  in  three  widths,  each 
Mullion  adjustable  allow  you  to  simply  di¬ 
vide  the  number  of  standard  width  WindoTite 
JALOUSIES  you  want  to  use  into  the  wall  area 
.  .  .  then  all  you  do  is  adjust  —  the  "Magic 
Mullions"  compensate  for  any  overage. 

Think  of  this  feature  as  a  selling  advantage! 
Think  of  the  costs  you  save  your  customers  . . . 
and  the  extra  jobs  you'll  sell  because  you  can 
guarantee  faster  job  completion! 


-I-  PLUS  THE  STRONGEST  LOCAL  SELLING  HELP  YOU  EVER  SAW! 


NEWSPAPER 


FOLDERS  & 
ENVELOPE 


PROFIT-MAKER 
SALES  KIT! 


COMMERCIALS 


All  the  advertising  and  promotional  material  to 
help  you  line  up  all  the  prospects  you  can  handle! 


ARM  YOUR  SALESMEN 
WITH  THIS  DEMONSTRATOR... 


and  watch  the  WindoTite 
sales  roll  in  .  .  .  watch 
your  jalousie  remodeling 
profits  mount  up!  This 
great  sales-builder  actu¬ 
ally  helps  prospects  sell 
themselves!  Prospects  can 
operate  a  WindoTite . . . 
see  its  features  .  .  .  and 
compare/ 


CIRCULARS 


COMMERCIALS 


COUNTER 

DISPLAY 

CARDS 


WINDOW  STREAMERS 


Mail  this  Coupon 


LUDMAN  COMKMUnON,  D«pt.  IM,  4S41,  Miami,  FiarMa 

Gantiaman:  (  )  Will  you  plaam  aniar  my  orclar  for _ WINDOTITE 

JALOUSIE  DEMONSTRATOKS,  with  carrying  handlat.  Prica  SIS.OO  nat 
aach,  F.O.S.  ihipping  point. 

(  )  PiaaM  land  ma  complata  litaratwra  and  compatitiva  prica* . . .  and 
WINDOTITE  REMODELING  FACTS. 

(  )  Aho,  pWata  land  ma  your  FREE  WINDOTITE  PROFIT^MAKER  SALES 
KIT. 


LUDRRAN  UAOS  TNI  WOCIO  IN  JALOUMI  INOiNIIKINe 


August,  1952 
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SAVi  25%  ON  VOQR 
CAS£M£NT  STORM  SASH  COSTS! 


irs  EASY  TO  ASSEMBLE  THIS  NEW  WILSON  ALUMINUM  STORM 
SASH  YOURSELF  ...  NO  SPECIAL  EQUIPMENT  NEEDED! 


^lAZt  Itt  4  SlffY 

^'fnplified  con.*  ** 

your  loving,.  To'gta«"  "  '*'* 

'•  •«  gloii «"  you  do 

*-«<  ond  pr„,  "*-«"•«  .taxing 

"•or.  oil!  g.,  4/“'  ‘"“P-ta  iplino. 

'''»  taocio/  oouion,.,/  ^"’•''poooivo. 

“■  '00/1  n,.d.d/ 


CUT  OVERHEAD 

Low  first  cost  keeps  your  inventory  in¬ 
vestment  at  a  minimum.  Assemble  only 
as  needed.  Or  you  can  use  the  savings  to 
increase  your  stocks  and  give  your  cus¬ 
tomers  better  service.  Either  way,  you’re 
ahead! 


New  Wilson  Aluminum  Storm  Sash  for  outside  instal¬ 
lation.  Permanent,  self-storing.  Designed  for  fast, 
easy  assembly.  Streamlined  appearance — no  un¬ 
sightly  clips  or  brackets  used  to  hold  insert  panel. 


Here’s  the  answer  to  your  demand  for  quality 
storm  sash  at  spectacular  savings.  You  can  buy 
Wilson  K-D  units  at  prices  far  below  assembled 
cost.  You  also  save  on  shipping  charges.  All  you 
do  is  assemble  the  frame  and  glaze  the  insert — no 
other  assembly  necessary.  Your  total  cost,  including 
K-D  unit,  glass  and  labor,  will  average  a  good  25% 
/ess  than  the  cost  of  factory  assembled  storm  sash! 

L.  S.  WILSON  MFO.  CO. 

S.  WISTItN  AVL,  CNICAOO  S,  HLL. 


WITH  THIS  NEW,  IMPROVED  STORM 
SASH,  ANYONE  CAN  DO  HIS  OWN  AS¬ 
SEMBLING!  BUY  K-D  PROM  WILSON 
AND  MAKE  A  BIGGER  PROFIT.  YOUR 
CHOICE  —  DELUXE  OR  ECONOMY 
MODELS.  WRITE  TODAY  FOR  PULL 
DETAILS  AND  PRICES. 


Q  Pleos*  rush  d.taili  and  pries  on  your  new  storm  sosh  that  will  save 
me  25%  on  my  costs.  I  om  also  interested  in; 

O  Wilson  Aluminum  Casement  Storm  Sosh — outside  type — foctory 
ossembled. 

O  Wilson  Aluminum  Casement  Storm  Sosh — inside  type. 

Q  Wilson  Aluminum  Screens  for  metal  casements  and  double  hung 
windows. 


NAME 


FIIM 

ADMESS 

ary 

STATE 

USE  THIS  COUPON 
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THE  HOTTEST  SELLING  ITEM  YOU  CAN  CARRY! 


AIR.  CONTROL  LOUVRED  WINDOWS 


Yes  .  .  .  Mr.  Dealer,  look  no  further  for  those  hard 
to  find  tales,  Sun-Sash  practically  sells  itself!  Built  to 
last  and  outselling  all  others  —  Sun-Sash  actually  costs 
less  than  ordinary  windows.  Why  not  cash  in  on  good 
profits  with  Sun-Sash  louvred  window  hardware  —  the 
hottest  selling  item  you  con  carry! 

Sun-Sash  can  be  used  throughout  the  home  .  .  . 
factory  ...  or  office.  It's  perfect  for  porch  enclosures 
and  breezeways.  So  easy  to  install  —  so  simple  to  use! 
Sun-Sash  is  sold  only  through  authorized  dealers  and 
at  nationally  advertised  prices. 

OUTSTANDING  SUN-SASH  FEATURES: 

•  Automatically  locked  when  closed 

•  Neat,  safe,  fingertip  control 

•  Fits  any  size  openings 

•  Screens  or  storm  sash  can  be  fitted  to  the 
openings 

•  1 007o  ventilation  —  without  drafts 

WRITE  FOR  FULL  DETAILS  AND  PRICES.  NOW! 


ONE  HAND 
OPERATION 

No  more  sticky  win¬ 
dows  to  struggle  with. 


INSIDE  CLEANING 

Outside  surfaces  ore 
eosily  cleaned  from 
the  inside. 


■URGLAR  RESISTANT 

No  one  can  climb  in 
even  when  windows 
are  fully  opened. 


PROTECTION 

Smoll  openings  pre¬ 
vent  children  from 
falling  out. 


I 


I 

I 


SUN-SASH  COMPANY 
3$  Perk  Row  Dept.  2 
New  Yerfc  3S,  N.  Y. 

Nome..„ . . . . . 

Address . . . . . . 

City . . . . . State. 


I 


SUN-SASH  COMPANY 

38  PARK  ROW  new  YORK  38  N  Y 


August,  1952 
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Write  or  Phone  for  full  particulars 


DEWATEX  Manufacturing  Carp. 

434  Watt  43nd  Straat.  N.  Y.  IS,  N.  V. 

Gentlemen;  Please  send  complete  informoiion  as 
to  how  we  can  operate  in  this  new  and  lucrative 
field  as  an  approved  SHINGLE>SEAL  applicator. 


LARGE  PROFITS 

•  UNLIMITED 
MARKET 

•  REPEAT  SALES  { 

•  BRUSH 
APPUUTION 

-NO  INVESTMENT 
IN  EQUIPMENT 


DEWATEX  Manufacturing  Corp. 

424  West  42nd  Street,  N.  Y.  18,  N.  Y. 


Nanf>« 

Addreti 


LOngacre  3-6527 


City 


Stole 
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Weailte^  -  WiwlxuiPi 

INTRODUCES  THE  ALL  NEW  SELF-STORING 

WEATHER-Kme 

To  the  Storm  Window  Distributors  of  America 

With  This  Amazing-Unlimited 

Money-Making  Offer 


PRICED  TO  YOU  K-D  or 
COMPLETED 


TO  Tu*r  f  ®®“ver 

WMlNArwfJ.j'''" 

....i."  jyjNoours 

..  ant  size  _ 


-'"miiiun, 

ant  SIZE 


lUu 

«6UU«  MAWC  UI. 

W»o»h,,.K,  And  y  "K-UP 

"••i*  h-T’'  "'""•'"am  «at- 

bun  “'''•"»»•«  Klnt  "'*,''•'^'‘'"9  on"!2'"' 


No  Tricks! 

No  Gimmicks  —  No  Ifs  —  Ands  or  Buts 


WIRE 

WRITE 

PHONE 

Youngstown,  O. 

9-9765 

for 

Additional 

Information 


Oaolortfiipt  Available  in  Some  Territories  —  Contact 

WeaiUen.-  WiieTiJUuSauul  ? 


Manufacfurers  of  Aluminum  Products 


3655  OAKWOOD  AVENUE 


YOUNGSTOWN  9,  OHIO 


August,  1952 
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PRESSURE-SEALED  INSULATING  PAINT 


LET  US 

SOLVE  YOUR 

PROBLE 


ONLY  PERMA-FACI  PROVIDES  EVERY¬ 
THING  FOR  PERFECT  APPLICATION 


PERMA-FACE  INSULATING  PAINT 

Available  in  beautiful  white  or  colors.  Com¬ 
plete  specifications  furnished.  In  5  gal.  con¬ 
tainers.  $3.95  gal.  FOB  Pgh.  (Less  than  50 
gals.,  $4.95). 

PERMA-FACE  PRIMER  AND  SEALER 

For  positive  sealing.  Can  be  used  with 
Perma-Face  Insulating  Paint  as  an  extender 
and  partial  sealer,  saving  one  separate 
operation.  5  gal.  cont.  $4.50  gal.  FOB  Pgh. 
(Less  than  50  gals.,  $5.50). 

PERMA-FACE  MASONRY  SEALER 

Positive  waterproofing  for  all  cement  sur- 
foces.  Effective  as  sealing  coat  on  HOT,  new 
plaster.  5  gal.  cont.  $4.50  gal.  FOB  Pgh. 
(less  than  50  gats.,  $5.50). 


INVITES  YOU  TO 

TRY  us 

ON  THE  JOB! 

No  Trial  Order  Too  Small 


You  won't  have  any  headaches  with  Perma-Face.  Be¬ 
cause  all  of  the  material  and  application  bugs  are 
out  of  Perma-Face.  It  not  only  sells— it  satisfies!  In 
fact,  we'll  GUARANTEE  any  properly  applied  Perma- 
Face  job,  unconditionally,  for  at  least  10  YEARS — 
against  chipping,  cracking  or  peeling!  So  try  us— on 
YOUR  NEXT  JOB!  Make  your  trial  order  as  small  as 
you  want.  But  get  it  in.  'Couse  we  know  oirce  you've 
tried  Perma-Face  you'll  stick  with  Perma-Face  per¬ 
manently!  Prices  are  on  the  left.  Phone,  wire  or  mail 
your  order  in  today! 


PERMA-PHYU 

For  patching  cement  or  wood.  Always  ready. 
No  wait  for  setting  before  painting.  In  5 
got.  containers.  $3.00  gal.  FOB  Pgh.  (Less 
than  25  gals.,  $4.00). 


PERMA-FACE  CAULKING  COMPOUND 

Finest  mode — won't  bleed.  Flexible,  in  5 
goi.  containers.  $3.95  gal.  FOB  Pgh.  (Less 
than  25  gals.,  $4.95). 


OF  AMERICA 

Fifth-Grant  Building 
Pittsburgh  19,  Pa. 
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that's  unequalled  in 
performance,  efficiency, 
economy — ond  in 
customer  satisfaction. 


U  S  Pit  No.  2578470 


Here’s  why  leading  companies  prefer  Season-all  •  •  • 

TJke  c4rhtocrat  o/  Storm  Saik! 

•  Permanently  installed  on  the  outside  of  the  windows  •  Open  and  close  automatically  with 
windows — never  have  to  be  taken  down  even  for  cleaning  •  Seal  out  drafts  and  dirt  •  Double 
glass  insulation  keeps  building  interiors  at  least  10%  cooler  in  summer  •  Built-in,  draft- 
proof  Vinyl  weatherstripping — an  exclusive  Season-all  feature — makes  possible 
winter  fuel  savings  up  to  35%  •  Keep  w'indow  condensation  to  a  ll  H. 

minimum  •  Provide  unsurpassed  all-weather  pro-  HI J][_ 

tection  for  windows.  — — - llll 


Manufactured  by 

Aluminum  Fabricating  Co.  of  Pittsburgh 

Nationally  distributed  by 

Season-all  Sales  Corporation 

_  146  Forty-sixth  St., 

Lgr  ■  Pittsburgh  1,  Pa. 


Inquiries  rated 

hoer  tot-"-*' “T a  provee 

o,ganiiat.ont^^^^_^p,.„hment. 
^ ^  r  O  • 


A  Season-all  dealer  is  a  successful  dealer! 


August,  1952 
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DISTmBUTORS 

DEALERS 

CASH  IN  on  the  easy  selling  "AEROLITE" 
Combination  Aluminum  Storm  Windows.  .  .  . 
AEROLITE  offers  you  complete  storm  cover- 
oge  for  both  EASTERN  ond  WESTERN  open, 
ings,  plus  on  oil-new  outside  HINGE-TYPE 
casement  window. 

•  Triple  Action  Self  Storoge 

•  Interlocking  Meeting  Roil 

•  Seoled  Corners 
•63-ST-5  Extruded  Aluminum 

•  Plus  Mony  EASY  SELLING  FEATURES 


LET  HUTCH 
MAKE  MONEY 
FOR  YOU  . . . 

Find  out  today  how  cosy  it  is 
for  you  to  join  the  "Hutch 
Fomily"  and  increose 
your  PROFITS. 


C^mbinathn 

STORM  WINDOWS 


WINDOW 


Write,  Wire,  or  Call  PhOIIO 

HUTCH  MFG.  CO. 

_STRUTHERS,  OHIO_ _ _ 


iM'l 

He*'- 


You  will  Find  "AEROLITE"  easy 
to  mN.  It  hot  house  appeal  on 
every  deal. 


EASTERN 


A  honey  of  a  new  design 
oH  housewives  will  love. 
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Yes,  Mr.  Manufacturer  .  .  . 

It  IS  our  Business! 

...  to  represent  YOU.  Yes,  If  you  manufacture  an  Alumi¬ 
num  Combination  Storm  Window  or  DcK)r  ...  if  you 
make  a  conventional  or  casement  window  ...  an  aluminum 
awning  or  jalousie  ...  I  T’S  OUR  BUSINhSS  TO  RHPRl*.- 
SENT  YOU. 

Sure  .  .  .  it’s  your  business  .  .  .  and  you’ve  got  your  hands 
full!  Materials  .  .  .  supply  .  .  .  manufacture  .  .  .  you’ve 
1001  details  on  your  mind — and  that’s  where  we  come  in. 
Opening  new  accounts  is  tough  .  .  .  but  it’s  our  specialty! 
Slow-growing  accounts  can  be  murder  .  .  .  but  we’ve  got 
a  formula!  Our  staff  of  experts  know  every  phase  of  the 
industry  .  .  .  and  every  man  learned  it  the  hard  way  .  .  . 
from  the  ground  up.  We’ve  a  success  record  we’re  proud 
of  .  .  .  and  we  want  you  to  add  to  that  record! 

Our  headquarters  are  in  New  York,  but  we  cover  all  terri¬ 
tories  within  a  radius  of  250  miles.  We’ll  handle  your 
product  for  a  county,  a  state  or  for  the  entire  250  mile 
area.  And  we’re  so  sure  of  ourselves  that  you  risk  nothing 
.  .  .  We  work  solely  on  a  commission  basis! 

This  is  our  last  chance  to  get  set  for  Fall  Operations.  BUSI¬ 
NESS  is  better  than  ever  . . .  but  you’ve  got  to  help  us  make 
it  so!  Write  us  today.  Let’s  get  together  while  there’s  still 
time  . .  .  and  make  YOUR  business  better  than  ever  before. 
All  replies  held  in  strictest  confidence. 

B.  GALKIN  &  CO. 

MANUFACTURER'S  REPRESENTATIVE 
55  WEST  42  STREET 
NEW  YORK,  N.  Y. 


CCNNEAUT’/ 


*CL0Si  TOURAHW 

EXTRUSIONS 


V>ONNEAUT  specializes  in 
vinyl  extrusions  for  the  storm 
and  casement  window  indus¬ 
try.  Whether  you  make 
aluminum,  steel,  or  wooden 
windows,  Conneaut’s  engineers 
and  compounders  are  fully 
qualified  to  design  and  develop 
vinyl  spline,  channel,  or  strip¬ 
ping  to  make  your  window  a 
better  window.  Its  modern 
plant  is  geared  to  the  efficient 
production  of  quality  extru¬ 
sions  ...  to  close  specifications 
and  exact  schedules. 

Write,  today,  for  more 
information. 


<  4  Al  I 

RUBBER  &  PLASTICS  COMPANY 

Dept.  B  •  Akron  9,  Ohio 
6**  ettiuacana 


DEALERS  •  DISTRIBUTORS 

TERRITORIES  AVAILABLE 
WRITE,  WIRE  OR  PHONE  TODAY 


Advertising  mats,  full  color  brochures,  thank- 
you  cards,  photo  books,  full  color  mailing 
cards,  door  hangers,  handbills,  depth  pic¬ 
tures,  decals,  etc.,  and  complete  program 
for  advertising  and  merchandising  Aluma 
Kraft  Awnings.  Everything  you  need  to 
successfully  sell  awnings  from  lead  getters 
to  order  forms.  Aluma  Kraft  factory  plan¬ 
ning  offers  complete  programming  for  suc¬ 
cessful  business  operation. 


Aluma  Kraft  Aluminum  Awnings  are  avail¬ 
able  in  market-tested  range  of  Standard 
and  Deluxe  sizes  with  endless  applications 
for  windows,  doorways,  store  fronts,  patios, 
porches,  etc.,  makes  it  easy  for  you  to  get 
more  jobs.  Architects  and  owners  alike 
praise  their  modern  beauty,  utility  and 
durability.  Simple  speedy  installation  saves 
you  time  and  money. 


ALUMA  KRAFT  MANUFACTURING  CO. 
1330  North  Rock  Hill  Rood 
St.  Louis  1 7,  Missouri 


YES,  I  am  interested  in  taking  on  Aluma  Kraft  Awnings.  Please 
rush  me  the  Aluma  Kraft  story. 


Nome . 
Addfesi 
City - 


-Zone- 


-  -State- 


Vri 
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qJU^M,A.SS  EQUIP\f/{XT 
COMPAXy,  IXC. 


NEW  IMPROVED  INTERLOCKING 
FEATURE  KEEPS  WARMTH  IN  .  .  . 
COLD  OUT! 


KOLAtiLAtSS  IS  tde  easiest  to  sell  ivside  ntorm  sash  on  the  market 
today.  You  will  have  many  satisfied  customers  and  extra  sales  profits 
for  you  when  you  sell,  the  new  improved  Rolaglass  inside  storm  sash. 
Kolajflass  is  simple  to  operate  .  .  .  easy  to  install  .  .  .  jjlides  smoothly 
on  rollers  .  .  .  controls  room  condensation  .  .  .  keeps  the  heat  in  and 
the  cold  out. 


Wr  are  prompt  rfrilvrrirt  in 

•pito  of  »bortaire*»  controls,  rcatrictlona, 
an«i  other  mannfacturlnft  problems.  Wo 
nr«cr  aacrifirr  qualitv  or  service.  Yon  itet 
the  beat  with  Kolaicla«a. 


Jedco  predent  A . .  a  with  pride 

THE  GREATEST  ADVANCEMENT 
TO  DATE  IN 

triple  T)rack 


FEDCO  i»  thr  heavyweight 
champion  ot  them  all . . 


FEDCO  will  set  the  stand¬ 
ard  for  the  storm  window 
industry  . 

FEIXTO  is  quality, 

fully-extruded  with  smart, 
smtkoth  lines;  positivet  over¬ 
all  interlocking  weather- 
leal  . 


untinum 


FEDCO  has  welded  cor- 
nerSt  rifid  construction,  po¬ 
sition-locking  inserts,  ex¬ 
tra  wide  overlap  frame, 
limplihed  installation  .... 

FEDCO  telescope  •  Inittom 
eliminates  htting  problem. 
Special  “weepers^*  drain  off 
any  water  seep.ige . 

FEDCO  knows  no  problem 
of  size  ...  IS  custom 
tailored  to  6t  windows  and 
enclosures  of  every  descrip¬ 
tion  . 


Combinationd 


It’s  the  smoothest  job  the  industry 
lias  seen.  Every  feature  .  .  .  but  no 
gadgets.  Elegant  .  .  .  but  priced  to 
click  off  sales. 

And.  the  slickest,  simplest,  quickest  in¬ 
stallation  ever.  Start  enjoying  your  storm 
nmuiow  business  notv! 


CALL  OR  WRITE  NOW ! 

M:  VI  i-tlll 

mmL  snBEi  &  sisii  i;o. 

85  E.  MERRICK  RD.  VALLEY  STREAM.  L.  I.,  N.  Y.  L 


FEDERAL  SCREEN  &  SASU  CO.  (Dept.  B-8) 

H5  E.  Merrick  Rd.,  Valley  Stream,  L.  I. 

Please  send  the  complete  story  on  FEDCO. 


DEALER: 


CITY  &  STATE . PER . 
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ANY  TYPE  WOOD  OR  MASONRY 
RESIDENCE  CAN  NOW  BE 

re-sureaced  with  an  asbestos 

5  tllmi  THAI  IS  SPRAYiP  W 


RE*NU*IT  it  a  wattrpreof  prttturt  tcoltd  sidt-woll  rtsurfoccr  that  canloini 
rii«  Pw*  ind*ttr«Klibl*  mincroli,  otbcdos  and  iiii<a,  and  it  fwtad  to  th«  turfac* 
by  powarful  prcttwr*,  neP  merely  nailed  on  like  ordinary  tiding. 

The  RE*NU*IT  precett  centitPt  of  Phe  maPeriol  being  air>blatled  Po  Phe 
iPrvcPure  oppreximoPely  1/16"  thick  Phut  becoming  on  actual  port  of  tame. 
The  feoPuret  of  Phit  type  of  application  it  that  it  otiuret  complete  intuloPion  and 
greater  durability,  with  the  additional  odvanlogc  that  by  becoming  port  of  the 
turfoce  Phe  product  doet  not  hide  or  alter  any  of  the  original  architectural  linet 
and  conPourt. 

RE*Nll*IT  it  available  in  9  attractive  colon  and  itt  appearance  it  a  very 
definite  ottet  at  it  lookt  like  ttucco  and  yet  it  net  quite  at  coarte. 


FOR  FULL  PARTICULARS  •  CALL  OR  WRITE  ! 

_ 

OR  FILL  IN  AND  MAIL  THE  ATTACHED  COUPON 

I _ 

RE  -  NU  -  IT  CORPORATION 

424  West  42nd  St.  •  New  York  1  8,  N.  Y. 
LOngacre  3-6631 


NEW  LOOK 


TEXTURED  FINISH 

:re*nu»it: 


k 


^  tic.  TRAOI-MARK  \  I 

\  A  WATERPROOF 


•  INSULATES 

•  PROTECTS 

•  BEAUTIFIES 
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Just  Your  Dish! 


A  Wintulite  Starm  Window  dealership  it  just  what  you  want  and  you'll  get  fat 
on  it,  too!  You  get  all  the  sales-potential  benefits  of  the  famous  WINSULITE 
name,  all  the  profits-advantages  of  WINSULITE'S  easy-to-assemble,  service- 
free  products!  Protected  territories  open!  Find  out  what's  cookin'  —  Write 
for  details  of  our 

Special  Discount  Incentive  Plan  For  New  Dealers! 

*  free  advertising  mats!  *  free  technical  field  service! 


*  free  dealer  aids! 


*  free  colorful  sales  literature! 


Winsuiitc  Mtg.  Co. 

Md 

Gentlemen; 

Send  me  detoilt  of  the  Wintulite  deolerthip. 


WINSULITE  MFC.  CO. 


EASTERN  6868 


BALTIMORE  2,  MO. 


MADE 


ALL  TYPES  OF  CUSTOM 
ALUMINUM  SHAPES 

W  Mouldings 
W  Screen  Fromes 
W  Structural —Trim 
W  Tubukir 
W  Channels  —  Slides 
^  Weotherstrips 
ir  Jambs  —  Frames 

WRITS  -  WIRE  -  TIIIFHONI 
MR.  VAN  FLIiT  FOR  SMCIAl 
ORDIRS  AND  RRICIS  TODAVI 


SECURITY  COMPANY 


BUILDING  SPECIALTIES 

COVERS  ALL  THE  IMPORTANT  SUBJECTS! 

By  subecribing  to  it  you  ensure  yourself  of  keeping 
up-to-date  on  the  following:  better  selling  methods, 
installation  techniques,  management  details,  how 
to  sell  particular  specialties,  getting  and  holding 
good  s^esmen.  advertising,  new  i»oducts,  and 
memy  others.  Send  the  coupon  todayl  Only  $3 
a  year. 


BUILDING  SPECIALTIES 

425  Fourth  Avenue.  New  York  16.  N.  Y. 

Please  enter  my  subscription  to  BUILDING 
SPECIALTIES  at  $3.00  for  one  year. 

□  Bill  me  for  this  amount 

□  Enclosed  is  a  check  or  money  order. 


My  Nome. 


Position . 


Company . 


Address 


August,  1952 
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NOW  .  .  •  the  Roofing  Blends  Your  Customers  Demand! 


VERTIGRAIN 

Globe's  exclusive  new 
shingle  texture  that's 
sensationally  different. 
Makes  any  color  look 
better  .  .  .  beoutifies 
every  roofi 


TA  P  E  RT  A 

SQUARE  BUTT  SHINOIES 

Superior  quality  roof¬ 
ing  shingles  with  extra 
thickness  where  shingle 
wears  most.  Extra  heovy 
tempered  all-weather 
asphalt  coating. 


When  customers  want  a  top  quality  roofing  in  the 
new,  lighter  colors,  show  them  Globe  Vertigrain  TAPER- 
TABS.  In  step  with  modern  home  architecture.  Globe’s 
LIGHT-COLORS  are  blended  to  meet  the  trend  in  roofing 
styles  today.  These  sparkling,  pastel  shades  "belong”  with 
today’s  new  homes!  You  can’t  go  wrong  with  Globe 
LIGHT-COLORS  because  they’re  blended  by  the  foremost 
color  stylists  in  the  roofing  industry.  Satisfy  your  customers 
the  easy  way  . . .  and  be  sure  they’ll  remain  satisfied  for  years 
to  come.  Sell  them  Globe  Vertigrain  T APERT ABS  in  the 
exciting,  new  LIGHT-COLOR  blends! 


Offar  your  cuttomors  nothing  but  tk<o  bust . . .  Offer  thorn  GLOBE,  bust  undor  tho  sun 
for  cempfor*  about 

VERTIGRAIN  TAPERTABS  with  LIGHT-COLORS 

wrHot  wire  or  phom 

GLOBE  ROOFING  PRODUCTS  CO.,  Inc. 

Whiling,  Indiono 
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Four  Pointers  To  More 


Business 


FiH  in — Tear  off — and  Mail 


August,  1952 

BUILDING  SPECIALTIES 
425  Fourth  Avenue 
New  York  16,  N.  Y. 


YOU  NEED 

MORE  SALES— 


Send  me  tacts  on  the  items  checked 
[[]  1.  Aluminum  Combination  Doors 

□  2.  Aluminum  Combination  Windows 

□  3.  Alum.  Outside  Casement  Storm  Sash 

□  4.  Kitchen  Fans 

□  5.  Steel  Combination  Windows 

□  6.  Wood  Combination  Windows,  Doors 

□  8.  Aluminum  Casement  Storm  Sash 
9.  Shower  Doors  &  Tub  Enclosures 

□  10.  Asbestos  Siding  Refinishers 

'  □  12.  Aluminum,  Steel  Casement  Screens 
’□  13.  Plastic  or  Metal  Wall  Tile 
Q  14. ’Redwood  Millwork  or  Lumber 
Q-IS.  Asbestos  Siding 
^  □  16.  Overhead  Garage  Doors 
*’  □  17,r  Asphalt  Shingles 
V  □  18.  Metal  Awnings  &  Canopies 
^  □  20.  Aluminum  Door  Grilles 

Q  22.  Caulking  Cr  Glazing  Compounds 

□  23.|  Plastic  Weatherstripping  for  Metal 

Casements 

r  []]  24.  Storm  Window  &  Door  Hardware 
'  25.  Ornamental  Iron 

□  ''26.'  Sprayed  Sidewall  Resurf acers 

□  27.‘  Metal  Mouldings.  Weatherstripping 

□  29..^  Class  jalousies 

□  30.  Artificial  Stone  or  Brick  Siding 

□  31.  Plastic  Splines  and  Glazing  Channels 

□  32.  Home  Fire  Alarms 
Q  33.  Aluminum  Ladders 

Q  34.  Colonial  Inside  Shutters 
[□  35.  Aluminum  Polish 

□  36.  Venetian  Blinds 

Other  Items . 

Send  me  Building  Specialties,  12  months, 
$3.00  □ 


Nome 
Firm  . 


Are  shortages  cutting  down  your 
soles  volume?  You  con  increase 
those  drooping  soles  by  adding 
more  items  to  your  present  line  of 
products. 

HAPPY  SALESMEN— 

Now  is  the  time  to  odd  that  extra 
item  which  will  diversify  your  home 
improvement  specialties.  Keep  your 
soles  force  intact  by  giving  them 
more  products  to  sell. 

MORE  PROFITS— 

lt"s  not  the  price  that  counts  so 
much  as  the  profit  margin.  The 
building  specialties  in  the  coupon 
at  the  left  will  yield  plenty  of 
profit  for  you! 

NEW  ITEMS— 

New  products  ore  available  now 
thot  combine  novelty,  utility,  and 
permanent  value — qualities  that 
attract  customers  ond  increase  your 
sales  volume — Choose  them  now! 


This  coupon  will  bring  you  the  latest 
literature  and  facts  about  any  product  that 
you  think  you  can  sell.  If  you  are  planning 
to  expand  your  business  volume  by  adding 
another  specialty  to  your  present  line  of 
products,  check  the  items  that  interest  you 
and  mail  to  Building  Specialties,  425  Fourth 
Avenue,  New  York  16,  N.  Y.  No  obligation 
on  your  part  is  implied. 


Address 


August,  1952 
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RUBEROID 


reporter 


NEWS  OF  INTEREST  TO  THE  TRADE  •  Published  By  The  RUBEROID  Co.,  -  500  FIFTH  AVENUE,  NEW  YORK  36,  N.  Y. 

SHADOWEDGE  "DOUBLE-COURSING"  GIVES 
COLOR-GRAINED  SIDING  ADDED  LUXURY 


Color -(iraint'd  Sidini/ 

WITH  SHADOWEDGE 


Ordinary  AshmloH  Sidiny  k 

WITHOUT  SHADOWEDGE  '  I 

I  L 


Photos  Demonstrate  The 
Matchless  Beauty  Of 
Heavy  Shadow  Lines 

Now.  ShadoWedKe,  a  new  tapered 
undercoursing  strip,  teams  up  with 
CU)lor-(lrained  Siding  for  the  ulti¬ 
mate  in  sidewall  beauty  —  warm, 
friendly  color  dramatically  accented 
by  rich,  deep  shadow  lines.  Your  cus¬ 
tomers  found  exciting  new  beauty 
for  sidewalls  when  Ruberoid  intro¬ 
duced  them  to  Color-Grained 
Asbestos-Cement  Siding.  This  revo¬ 
lutionary  shingle  with  its  uni(iue 
combination  of  soft  duo-tone  shades 
and  “shake”  texture  won  universal 
jicclaim  with  home  owners  and  appli¬ 
cators.  But  wait  until  you  show  them 
(^)lor-Grained  at  its  “Sunday  liest” 
—  applied  over  ShadoWedge. 

Double  Dividends 

When  you  feature  Color-Grained 
Siding  applied  over  ShadoWedge, 
you  are  sure  to  increase  your  siding 
.sales.  The  photographs  alx)ve  give 
you  an  idea  of  the  big  difference 
that  ShadoWedge  makes  in  sidewall 
appearance.  This  big  difference  can 
be  reflected  in  your  sales  figures,  too, 
la'cause  it  has  been  proven  that  ap¬ 
pearance  is  the  first  consideration  in 
any  siding  job.  Be.st  of  all,  with  each 
sale  you  get  the  extra  profits  from 
selling  ShadoWedge.  It’s  a  real  double 
dividend  that  pays  off  for  you  with 
more  sales  and  hjp.<7er  sales. 


ShadoWedge  l^ndercouraing  Strips  Are 
Easy  To  Apply  Over  Any  Sheathing 
Material.  There’s  no  need  for  sheathing 
paper  or  joint  strips.  It  provides  a  cush¬ 
ion  for  the  overlapping  course,  which 
leads  to  tighter  nailing  and  minimizes 
breakage. 


yVhat  is  ShadoWedge 

ShadoWedge  is  a  tapered  asphalt 
strip  12"  X  ;i(>"  that  is  1/16"  thick  at 
the  head  and  .')/16"  thick  at  the  butt. 
The  thicker  base  thrusts  the  lower 
edge  of  the  shingle  forward,  produc¬ 
ing  a  realistic  thick-butt  appearance 
with  the  heavy  .shadow  lines  that 
contribute  so  much  to  sidewall  beau¬ 
ty  ...  make  any  shingle  or  lapped 
siding  look  more  costly  and  luxu¬ 
rious.  ShadoWedge  is  easy  to  apply 
over  any  sheathing  m.iterial  and,  in 
addition,  it  provides  greater  insula¬ 
tion,  tighter  nailing  and  a  shingle 
cushion  that  reduces  breakage. 
What’s  more,  ShadoWedge  elimi¬ 
nates  the  need  for  sheathing  j)aper. 
joint  strips  and  backer  felt. 

Designed  for  Color-Grained 

Y'ou  can  recommend  ShadoW’edge  as 
an  undercoursing  for  many  types  of 
sidewall  material.  Hut  Ruberoid  de¬ 
veloped  it  particularly  for  u.se  with 
Color-Grained  Siding.  In  its  role  of 


“siding  salesman”,  you’ll  find  that 
ShadoW’edge  works  hardest  for  you 
when  it  is  combined  with  Color- 
Grained  Siding.  Y'ou  can  make 
“beauty”  your  prime  selling  point 
and  know  that  there  is  nothing  else 
on  the  market  to  match  it.  But  don’t 
overlook  the  added  advantages  of 
economy,  durability,  fire  resistance 
and  insulation. 

Get  The  Business 

u.se  the  Ruberoid  Color-Grained  Sid¬ 
ing  Visualizer  to  help  open  the  door 
to  new  sales  opportunities.  The 
Visualizer,  available  at  a  nominal 
price,  is  one  of  the  most  effective 
sales  tools  ever  developed  for  spe¬ 
cialty  selling.  With  it,  you’ll  have  a 
prospect  trying  his  own  hand  at  com- 
ijining  colors.  Then  follow  up  with  a 
dis|)lay  board  showing(Y)lor-Grained 
Siding  and  ShadoWedge  combined. 
See  your  Ftuberoid  salesman  al>out 
the  sales  opportunities  in  selling 
“color"  and  “shadows.” 


36 


BUILDING  SPECIALTIES 


iM  rM  S'® 


Boost  volume  with  genuine  HEATHER  STONE  —  the  quick  and  long 
term  profit  builder  in  the  building  specialties  field. 

HEATHER  STONE  sells  on  sight;  is  applied  like  tile  over  brick— stucco- 
cinder  and  concrete  block— shingle— clapboard  and  other  exterior 
surfaces.  HEATHER  STONE  is  the  only  real  cast  stone— with  color  solid 
throughout,  produced  and  cured  in  accordance  with  National  speci¬ 
fications,  inspected  and  selected  prior  to  packaging  in  cartons  for 
shipment.  Many  chaices  of  popular  selling  styles  and  blends. 

HEATHER  STONE  is  backed  by  years  of  field  experience;  installation 
and  sales  training  programs  are  provided. 

Stone  conscious  public  are  ready  ta  be  sold  on  the  conversion  of 
present  houses  into  Stone  Homes  and  HEATHER  STONE  leads  the 
field  in  valume.  Scope  includes  new  and  madernization  work  on 
commercial,  residential,  and  industrial  struAures. 

CALL,  WIRE  OR  WRITE  NOW  TO: 

NATIONAL  HEATHER  STONE,  Inc. 

4122  KENSINGTON  AVE.,  PHILA.  24,  PENNA. 

Phon*  DEIaware  6-1400 


NATIONAL  HIATHtR  STONI,  liK. 

4122  K.niington  Ava.,  Pkilod.lphi.  4,  Pa. 

C.ntl.m.n:  Pl.os.  sand  ma  tha  complata  story  on 
HEATHER  STONE. 

NAME  . . . . 

HUM  . 


c/rr . ZONE 


August,  1952 
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On  tlie  House  .  .  . 


rpHlS  publication  has  long  been 
campaig:nin};  for  the  establish¬ 
ment  of  trade  practice  rules  in  the 
combination  windo>^'  business  which 
will  protect  lesritimate  dealers  and 
the  public  from  the  activities  of  a 
small  but  harmful  fifroup  of  phonies 
who  use  false  or  misleading  adver¬ 
tising.  Fortunately,  Nersica  and 
the  National  Combination  Storm 
Window  and  Door  Institute  have 
been  working  with  the  New  York 
Better  Business  Bureau  to  work 
out  a  set  of  rules  or  standards  for 
honest  advertising  which  will  ben¬ 
efit  manufacturers,  dealers  and  tbe 
home  owner. 

Oil  July  16  a  meeting  was 
held  at  which  representatives  of 
Nersica,  the  combination  window 
institute,  the  N.  Y.  Better  Business 
Bureau,  and  a  number  of  local  deal¬ 
ers  were  jiresent.  The  result  of 
this  conference  is  that  a  general 
meeting  of  all  dealers  and  distribu¬ 
tors  in  the  New  York  area  will  be 
called  in  August  and  proposed  cor¬ 
rective  actions  and  a  set  of  Trade 
Practice  Rules  will  be  submitted 
for  discussion,  criticism,  and  sug¬ 
gestions.  While  this  is  action  on  a 
lijcal  front  only,  it  is  felt  that  what 
hapjiens  in  New  York  will  provide 
(Conti II Kcd  on  Pitf/c  71) 


A  monthly  magazine  for  dealers  who  sell  and 
install  commercial  and  home  improvements 
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Cover  Picture  of  the  Month 

This  month'*  cover  photo  ihowi  the  kitchen 
in  the  home  oi  Mr.  and  Mrs.  lames  R.  Tunison 
in  Niles.  Ohio.  The  cabinet  door  lacings  are 
made  oi  a  laminated 
plastic  called  Conso- 
weld.  Ail  the  cabinet 
doors  and  three  oi  the 
drawer  ironts  shown 
have  Trimedge  extru¬ 
ded  aluminum  alloy 
mouldings  around  their 
edges  as  a  protection 
against  damage  and  to 
enhance  the  beauty  oi 
the  door  material.  The 
plastic  cabinet  top  and 
the  two  small  shelves 
to  the  right  oi  the  sink 

are  also  protected  by  extruded  aluminum  alloy 
edgings.  Other  extruded  aluminum  mouldings 
used  here  include  the  sink  irame  and  the  strip 
that  covers  the  joint  where  the  cabinet  top 
meets  the  wall.  All  the  extruded  aluminum 
mouldings  shown  were  made  by  Trimedge. 
Inc.,  4021  Mahoning  Ave.,  Youngstown.  Ohio. 
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on  an  vv 
ALUMINUM 
platter 


IT  ROUS 


post-emergency  expansion 


You  can  thank  the  late  and  unlomented  aluminum  freeze 
for  this  opportunity  to  join  the  growing  AlumoROLL 
"family"  considerably  above  the  ground  floor.  Because 
the  freeze  temporarily  halted  our  expansion  program. 
Now  we're  ready  to  go— and  grow,  again. 


Our  company  is  strong,  respected— a  leader  in  its  field. 
So  naturally  we  want  equally  outstanding  dealers  and 
distributors  in  each  territory  we  odd.  If  you  want  a 
share  of  that  aluminum  "gold"  we're  sure  is  coming, 
write  for  details  about  any  territory  that  interests  you. 


August,  1952 


39 


BUILDING 

SPECIALTIES 

August  1952 


Mfrs.  and  Dealers  Say 
Business  Is  Good 


Aluminum  allotments  of  65%  predicted  for  fourth  quarter 
— metal  price  increases  of  2c  per  pound  seen 


A  CCORDING  to  all  reixjrts  from 
dealers  and  manufacturers 
business  is  very  good.  This  fact 
plus  the  rapidly  improving  alumi¬ 
num  supply  situation  has  made 
building  si)ecialty  dealers  and 
manufacturers  generally  optimis¬ 
tic.  In  anticipation  of  increased 
aluminum  many  manufacturers 
are  preparing  to  step  up  their  out¬ 
put  and  in  many  cases  are  adding 
products  they  have  not  previously 
made. 

Although  we  are  still  a  long  way 
from  the  situation  predicted  by 
many  dealers  a  few  months  ago  in 
which  we  are  suppo.sed  to  have 
“aluminum  coming  out  of  our  ears 
by  the  end  of  the  year,”  there  is 
no  doubt  that  the  supply  of  metal 
is  rapidly  improving.  Early  in  July 
it  was  predicted  in  Washington 
that  the  fourth  quarter  allotments 
would  not  be  below  the  level  of  the 
third  quarter.  Rumors  now  have 
it  that  there  will  be  an  increase 


of  about  ten  to  fifteen  per  cent. 

According  to  reports  from  Wash¬ 
ington  the  Building  Materials  Divi¬ 
sion  of  the  NPA  has  received  an 
additional  allotment  of  5  million 
pounds  of  aluminum  over  the  third 
quarter. 

65%  .Allotment 

This  makes  the  total  amount 
of  metal  available  for  fourth 
quarter  quotas  for  the  Build¬ 
ing  Materials  Division  alK)ut  87 
million  pounds.  This  means  that 
fabricators  can  expect  about  65% 
of  their  1950  base  as  compared 
with  5()'r  for  the  third  quarter. 
While  this  is  not  quite  as  much  as 
many  manufacturers  had  hoped 
for,  it  is  still  a  very  sizeable  in- 
crea.se  and  will  certainly  make 
more  aluminum  storm  .sash,  doors, 
and  awnings  available  to  dealers. 

Another  development  in  the 


aluminum  situation  that  will  affect 
all  dealers  is  the  recent  applica¬ 
tion  to  the  OPS  by  Aluminum  Co. 
of  America  for  a  2c  per  iK)und  in- 
crea.se  in  the  price  ceiling  of  alumi¬ 
num  pig.  In  the  .same  application 
Alcoa  asked  for  a  increase  in 
the  price  of  the  fabricated  and 
semi-fabricated  products.  If  the 
increa.se  is  granted  there  will  un¬ 
doubtedly  be  a  rise  in  the  cost  of 
aluminum  products  to  dealers.  If 
Alcoa’s  reque.st  is  granted,  Kaiser 
and  Reynolds  will  probably  al.so 
ask  for  similar  increa.ses  which 
will  mean  an  industry  wide  price 
increase.  However,  at  the  time  this 
is  iH'ing  written  the  (lovernment 
hafl  not  yet  granted  Alcoa  its  in- 
trea.se. 

Greatly  increased  supplies  of 
aluminum  would  be  |H>ssible  in  the 
fourth  quarter  were  it  not  for  the 
di.sagreement  between  the  Defen.se 
(Contimud  on  Pa(je  58) 
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TN  every  residential  community 
-•■there  are  a  largre  number  of 
home  owners  who  are  good  pros- 
piHits  for  screened  enclosures.  Usu¬ 
ally  they  have  a  patio  or  terrace 
which  may  be  nothing  more  than  a 
concrete  slab  or  some  cemented 
rtagstones.  Sooner  or  later  the  home 
owner  decides  to  screen  in  this  patio 
or  his  porch  or  breezeway. 

Special  Units 

Screen  enclosures  may  be  made 
up  of  special  aluminum  units  or 
they  may  be  constructed  out  of 
wood  framing  and  plastic  or  alu¬ 
minum  mesh.  In  the  simplest  screen 
enclosure  such  as  the  l(x*al  car- 
|)enter  is  likely  to  make,  the  mesh 
is  merely  nailed  to  the  outside  of 
the  wood  framing  and  the  places 
where  the  screening  edge  meet  are 
concealed  under  battens  or  mold¬ 
ings,  This  is  rather  old  fashioned 
and  what  usually  happens  is  that 
the  framing  starts  to  warp  or  sag 
after  a  time  and  the  screen  mesh 
lH*comea  loose  or  pulls  loose.  In  a 
few  years  the  whole  job  looks 
mes.sy  and  spoils  the  appearance  of 
the  house. 

The  building  specialty  dealer  is 
in  a  better  position  than  the  local 


carpenter  to  put  up  a  long  lasting, 
convenient,  and  attractive  looking 
.screen  enclosure.  If  you  are  unable 
to  supply  aluminum  framing  you 
can  still  do  a  good  job  with  wood 
and  all  aluminum  .screens.  U.se  good 
lumber,  preferably  that  which  has 
been  treated  to  resist  moisture, 
warping,  termites,  and  fungus 
growths.  The  size  of  the  lumber 
depends  on  the  weight  of  the  roof 
which  must  be  supported  but  it  is 
unlikely  that  you  will  have  to  u.se 
anything  heavier  than  two  by 
fours. 

All  the  uprights  should  be  joined 
at  alK)ut  the  middle  by  a  horizon¬ 
tal  bar  not  only  to  strengthen  the 
framework  but  also  to  cut  down 
the  screens  to  a  manageable  size. 

Aluminum  Screen.s 

There  will  thus  be  two  screens  be¬ 
tween  each  pair  of  vertical.s — one 
above  and  one  below  the  horizontal 
bar.  The  aluminum  framed  .screens 
can  simply  be  set  in  the  rabbeted 
edges  around  each  opening  and  held 
in  place  with  simple  catches.  At 
any  time  in  the  future,  if  the  cus¬ 
tomer  should  desire  to  do  .so,  you 
can  make  up  glass  panels  of  the 


.same  size  as  the  screens  to  enclose 
the  entire  frame. 

Fainted  Frame 

However,  this  is  a  relatively 
crude  way  to  do  the  job  although  it 
is  effective  and  will  look  good  es¬ 
pecially  if  the  wooden  frame  is 
painted  with  aluminum  paint.  A 
better  job  can  be  done  if  each  open¬ 
ing  is  framed  with  aluminum  chan¬ 
nels  into  which  an  aluminum 
.screen  panel  can  be  in.serted  and 
held  in  place  by  a  flat  piece  of 
spring  .steel,  tempered  aluminum  or 
.stainie.ss  steel.  Here  again  it  is  al¬ 
ways  possible  to  substitute  glass 
panels  for  the  screens  at  any  time 
that  the  cutomer  should  desire  to 
do  so. 

Of  course  the  sensible  thing  is 
to  .sell  the  customer  a  regular  porch 
enclosure  from  the  very  beginning. 
Unfortunately,  many  customers 
just  can’t  see  their  way  clear  to 
paying  for  it  or  are  determined  to 
have  only  a  screen  enclosure.  Nev- 
erthele.ss,  if  the  customer  should 
later  see  the  wi.sdom  of  buying 
glass  panels  you  are  always  in  a 
position  to  supply  the.se  and  make 
an  additional  .sale. 

{Contiuufd  on  Page  60) 


Outdoor 

Fireplaces 

New  package  plan  cuts  time 
and  cost  of  installation  and 
increases  sales  possibilities 


From  Data  Furnished  By 
The  Majestic  Co. 


Outdoor  fireplaces  are  enjoy¬ 
ing’  great  popularity  with  the 
home  owner  and  in  many  parts  of 
the  country  they  have  become  an 
accepted  part  of  the  backyard, 
patio,  or  terrace.  There  is  every  in¬ 
dication  that  this  popularity  is  not 
just  a  passing  fad  but  a  long  term 
trend.  Modern  architecture  has 
been  stressing  outdoor  living  for 
such  a  long  time  that  the  growth  of 
public  interest  in  this  type  of  home 
improvement  is  not  surprising. 
Every  customer  who  buys  a  large 
patio  or  terrace  cover  will  be  in¬ 
terested  in  an  outdoor  fireplace. 
< - - - 

1 — Photos  at  left  show  how  fireplace 
it  built.  Remove  sod  and  dig  out  area 
to  depth  of  12”.  Make  wooden  form 
for  concrete  which  should  be  poured 
over  6”  layer  of  tamped  sand  and 
gravel.  2 — Completed  concrete  slob. 

3 — Lay  up  chimney  blocks  and  cut 
smoke  inlet.  The  sis  center  blocks  ore 
laid  on  their  sides.  4 — Complete 
course  of  blocks  on  each  side  of  cen¬ 
ter.  5 — Second  course  of  blocks 
builds  up  sides.  6 — Job  completed 
with  metal  fireplace  grill  in  place. 
Reinforce  cement  cops,  cover  walls  on 
each  side  of  grill. 


There  is  a  natural  tie-in  between 
these  two  terrace  improvements 
which  dealers  should  take  advan¬ 
tage  of. 

In  the  past  these  outdoor  fire¬ 
places  tended  to  be  elaborate  and 
costly  to  build  since  they  usually 
required  the  services  of  a  skilled 
bricklayer  or  stone  mason.  Now, 
however,  a  simple  package  plan  has 
been  devLsed  which  will  enable  any 
dealer’s  mechanic  to  do  the  job  in 
about  three  hours.  The  iron  grill  is 
obtained  from  the  manufacturer 
while  the  ma.sonry  materials  can 
be  supplied  by  any  local  building 
materials  dealer  who  will  be  glad 
to  deliver  all  the  items  of  the  “pack¬ 
age”  directly  to  the  cu.stomer’s  ter¬ 
race.  Your  mechanic  need  bring 
only  his  tools,  a  mixing  pan,  and 
the  grill. 

The  package  should  include:  the 
outdoor  grill;  30  full  corner  blocks, 
8  X  8  X  16";  14  bull  nose  blocks, 
8  X  8  X  16";  7  chimney  blocks  17  x 
21";  two  4  X  8  X  16"  blocks;  two 
1  X  25  X  32*  -j"  wire  reinforced  caps ; 
1  bag  of  brick  mortar;  300  lbs. 
sand;  3  .sacks  of  cement;  yard 
gravel. 


BUILDING  SPECIALTIES 


An  Old  Pfoblem  in  Aluminum  Mouldings 


New  Finishing  Process  Completely 
Eliminates  Black  Rub-Off 


By  WILLIAM  L  BONNELL. 
President.  Trimedge,  Inc. 


A  S  one  of  the  nation’s  outstand- 
intf  extruders  and  fabricators, 
our  company  has  been  working 
for  many  years  to  eliminate  an  ob¬ 
jectionable  feature  of  aluminum 
mouldings. 

Ordinary  aluminum  extrusions 
when  exfwsed  to  atmospheric  condi¬ 
tions  and  tem|)erature  changes  will 
oxidize.  The  oxidization  accumu¬ 
lates  the  natural  impurities  of  the 
air  and  when  vigorously  wi[)ed  with 
a  white  cloth  will  rub  off  black. 

Despite  this  difficulty  more  and 
more  extruded  sections  are  finding 
their  way  into  homes,  stores,  res¬ 


taurants  and  offices.  There  is  hardly 
a  room  in  tcnlay’s  modern  homes 
which  doesn’t  have  one  or  more  ap¬ 
plications  of  extruded  aluminum 
mouldings.  An  infinite  variety  has 
l)een  develoi)ed  to  meet  every  pos¬ 
sible  need.  Aluminum  extrusions 
used  in  the  home  include  edgings 
and  bindings,  thresholds,  wall 
Iward  mouldings,  rug  and  carpet 
bindings,  dividers,  nosings,  skirt¬ 
ing  mouldings,  sink  frames,  tub 
mouldings,  doorways,  stair  treads, 
cove  mouldings  and  awning  bars 
to  mention  only  the  more  specific 
uses.  Only  the  ingenuity  and  imag¬ 
ination  of  the  home-maker  .set  the 
limits  to  which  extruded  aluminum 
extrusions  can  be  u.sed. 

With  this  increasing  use  of  ex¬ 
truded  aluminum  mouldings  the 


old  problem  of  oxidation  was 
heightened  and  the  elimination  of 
this  objectionable  feature  became 
increasingly  important.  Ordinary 
aluminum  extrusions  exposed  to 
air,  moisture,  chemical  fumes, 
changes  of  temperature  and  such 
will  oxidize.  This  is  the  same  thing 
as  the  rust  associated  with  ferrous 
metals.  Iron  rust  is  visible  as  a 
reddish  coating  on  the  metal. 

Aluminum  oxidation  results  in  a 
film  which  doesn’t  necessarily 
change  the  surface  appearance  of 
the  metal  but  which  rubs-oflf  black. 
A  white  cloth  rubbed  over  an 
ordinary  aluminum  surface  will  ac¬ 
quire  a  black  smudge.  Housewives 
are  familiar  with  the  black  line  on 
their  aprons  and  dresvses  caused 
by  contact  with  sink  edges  and 
table  tops. 


White  Gloves  Soiled 

White  gloves  have  been  soiled 
by  touching,  holding  and  rubbing 
against  aluminum  objects.  This 
same  aluminum  oxidation  has 
forced  housewives  to  clean  and 
polish  the  various  applications  of 
aluminum  extru.sions  found  in  the 
home  with  the  same  regularity  that 
she  performs  her  other  household 
chores. 

If  a  manufacturer  could  develop 
a  finish  for  aluminum,  with  proper¬ 
ties  similar  to  stainle.ss  steel,  a 
finish  that  would  reniain  perman¬ 
ently  bright  and  gleaming,  that 
would  require  no  cleaning  and 


Left:  Raftourants,  lunch  counters,  taverns 
and  bars  are  putting  aluminum  mouldings 
to  varied  and  extensive  use  with  pleasing 
and  practical  results. 


Has  Been  Solved 


The  home  recreoHon  room  mokes 
extensive  use  of  oluminum  moldings. 


Aluminum  moldings  ottroct  ottention  to  condy  hors. 


Above:  OHices,  too, 
ore  finding  many  new 
uses  for  aluminum 
trim. 


Below:  Super-markets 
find  aluminum  mold¬ 
ings  hove  practical 


'•"TB 


poli.shiiiK;  that  wouldn’t  oxidize, 
tarnish  or  rub  off  black;  one  that 
would  be  immune  to  attacks  by 
moisture,  by  acids,  by  fumes;  a 
finish  that  wouldn’t  be  affected  by 
the  moist  salt-laden  air  of  the  sea- 
coast  or  the  dry,  dust-filled  air  of 
the  desert,  such  a  manufacturer 
would  be  performinjr  an  invaluable 
service  to  every  user  of  aluminum 
extrusions. 

(Contimmi  on  Page  65) 


‘Wa - ' 


Above:  Refrigero- 
fed  show  coses 
combine  white  por¬ 
celain  enamel  with 
gleaming  alumi¬ 
num. 


Right:  Meat,  cheese  ond 
dairy  products  ore  dis¬ 
played  in  aluminum- 
trimmed  display  coses. 
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Sell 


Diagram  above  thowt 
hew  window  fan  at 
one  end  of  an  apart¬ 
ment  can  draw  cool 
air  from  o  u  1 1  i  d  e 
through  all  the  rooms. 


From  Data  Furnished  By 
Propeller  Fan  Mlrs.  Assn. 


IN  SKLLING  e.\hau.st  ventilat- 
iiiK  equipment,  field  experience 
.•^how.s  that  promotional  technique.s 
are  most  profitable  when  they  are 
tied  in  with  the  weather.  The  same 
amount  of  effort  made  duriiiK  a  cool 
spell  will  not  sell  nearly  as  much 
as  it  will  when  the  thermometer 
.soars  into  the  stratosphere. 

So  keep  a  close  eye  on  the  weath¬ 
er.  Call  up  your  local  weather  bu¬ 
reau  and  ask  them  for  a  loiiK-raiiKe 
forecast.  Then  jret  ready  to  in¬ 
crease  your  promotional  effort 
when  the  weather  is  Rood  and  hot. 

Kxhaust  fan  promotion  for  the 
residential  field  employs  many 
tested  twhniques.  These  are  de¬ 


signed  to  .sell  directly  to  the  home 
owner  and  renter.  In  most  cases 
public  utilities,  manufacturers,  and 
distributors  are  prepared  to  help 
you  w’ith  ideas,  materials,  and  in 
certain  in.stances  with  cooperative, 
shared-cost  advertisinjf. 

Home  Demonstration 

In-the-home  demon.stration  is  a 
I)roved  sales  promoter.  Even  when 
you  don’t  have  a  i)rospect  list  but 
cold  canvass  a  neijrhlwrhood,  the 
ease  with  which  a  window  fan  can 
be  demonstrated  makes  it  a  natural 
for  home  demonstration.  Your  reg¬ 
ular  .sales  force  working  on  com¬ 
mission  can  be  used  for  canvassing 
with  excellent  results. 

Two  types  of  fan  displays  are 
excellent  interest-getters.  One  is 


the  window  display  that  shows  one 
or  more  fans  in  actual  operation. 
The  equipment  is  surrounded  by 
eye-catching  posters  that  stop 
street  passers-by.  To  be  most  ef¬ 
fective  the  window  display  should 
be  realistic.  It  should  make  it  ea.sy 
for  the  prospect  to  picture  himself 
being  relieved  from  the  heat.  Float¬ 
ing  .streamers  attached  to  the  fans 
heighten  the  illusion  of  cooling. 
Simulated  cold  drinks  that  give  a 
frosty,  icy  impression  are  al.so 
good.  Just  u.se  your  imagination 
in  getting  up  a  window  display. 
It  is  a  tested  attention-getting  de¬ 
vice  that  really  helps  to  sell  fans. 

An  inside-the-disi)lay  room  dem¬ 
onstrator  is  al.so  very  u.seful.  When 
the  prospect  has  come  into  the  dis¬ 
play  room,  a  demonstration  center 
(CiDititmed  on  Pant  61) 
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plicity  of  assembly. ..just 
at  make  Pro-Tect-U  the 


symbolize  Pro-Tect-U  jalousie 
one  of  the  outstanding  featu 
leader  in  its  field.  This  simplic  ly  coin  reduce  your  salesmen’s 
equipment  from  a  slide  rul«to  an  order  book ...  resulting 
in  more  sales  to  more  satisfied  Olistomers. 


_ ^  A  ftimpU  sowing  oporotion 

in  ffiinoftf  mokos  spociol  custom 
windows  on  tho  job  oliminoting 
unnocossory  doloy. 


Ont  hundred  KD  windows, 
size  24  (37"*  50H")  con  be 
stored  in  less  than  fifty  cu. 
feet  of  shelf  space. 


PKO-TfCyU  The  only  Jalousie  Window  with 
equals  distributed  closing  force  throughout 
thkjentire  height  of  the  unit. 


PR9-TECT-U  The  only  Jalousie  Window  with 
/J hardware  adjustment  every  fourth  louver.. .and 
'  /  weatherproof  vane  ends  by  the  use  of  inter- 
/  locking  metal  parts.  Inside  screens  are  inter¬ 
changeable  with  winter  storm  sash. 


PRO-TECT-U  JALOUSIE  CORPORATION 

Dept.  BS-8  Coral  Cables,  Fla. 

Please  send  me  complete  details  on  a  Pro-Tect-U 
dealership. 


L 


Nome . . 
Address 
City . . . . 


State 


J 


jor>  »ui«*rr  »i.»t> 
MAMSrtKLD  OHIO 


Champion  Windows.  Inc. 

.'7/»  Sih  er  .  Amy 

$«I4  Storifi9  Aluminum 

C^U*t**  slimM  \viNni»v\s 
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Attractive 
Letterheads 
Will  Increase 
Your  Sales 


By  ALBERT  S.  KESHEN 


A  GOOD  letterhead  spells  Pre.s- 
tige  with  a  capital  P.  As  a 
silent  representative  of  a  building 
specialty  dealer,  it  can  truly  be  re- 
jrarded  as  an  Ambassador  by  Mail, 
and  a  reflection  of  his  pensonality 
and  busine.ss  stature.  It  builds  cus¬ 
tomer  confidence  and  belter  still, 
prospect  confidence.  It  helps  to 
jrain  new  customers  and  helps  to 
hold  them. 

A  recent  anal.vsis  has  revealwl 
that  the  average  expen.se  of  .sending 
out  one  business  letter  comes  to  80 
cents,  fifruriiiir  the  executive’s  time 
in  dictatintr  it,  .stenographic  cost, 
overhead  (which  takes  in  rent, 
lijrht  and  other  fixed  charges), 
price  of  letterhead  and  envelope, 
filinjf  costs  and  mailintr  costs. 


The  design  and  preparation  of  an 
effective  letterhead,  therefore,  re¬ 
quires  as  much  care  as  in  selecting 
a  .sales  repre.sentative,  applicator, 
or  other  key  employee.  How  often 
letterheads  should  be  redesiprned 
depends  on  how  fast  the  company 
jrrows  and  how  quickly  the  times 
change.  There  are  four  e.s.sential 
principles  involved,  however,  in  the 
preparation  of  a  reall.v  effective  let¬ 
terhead  which  will  insure  creating 
a  favorable  impression  for  your 
company. 

Must  Be  Factual 

First,  it  must  be  factual  and  tell 
at  a  Klance  who  you  are,  what  you 
are,  and  where  you  are.  Besides 
K^ivinpr  the  local  addre.ss,  the  tele¬ 
phone  number  should  be  listed. 
The.se  are  imi)ortant  details  for  it 
enables  the  prospect  to  easily  con¬ 


tact  the  dealer  quickly  without 
having  to  look  up  the  .street  ad¬ 
dress  or  phone  number.  In  these 
days  of  quick  inter-communication 
exchange,  the  order  goes  to  the 
seller  who  can  be  contacted  first. 

The  business  functions  of  the 
company,  that  is,  the  services  it 
performs,  should  be  placed  in  the 
central  focal  point  of  the  letter¬ 
head  which  is  a  point  to  which  the 
eye  is  immediately  drawn.  This 
is  usually  directly  under  the  trade 
name  and  directly  over  the  street 
address.  In  some  instances,  how¬ 
ever,  when  the  company’s  .services 
are  varied  they  can  all  be  enum- 
eratetl  at  the  bottom  of  the  letter¬ 
head  or  down  the  left  side. 

The  trade-mark  of  the  company 
is  an  important  psychological  sales 
help  and  should  be  shown  wherever 
possible.  If  the  company  does  not 
have  its  own  trade-mark  then  it  is 
advi.sable  to  use  prominent  brand 
trade-marks  on  the  letterhead. 

In  similar  vein  the  date  of  the 
founding  of  the  firm  can  be  includeil 
if  it  lends  prestige  by  indicating 
(Contbrurd  on  Page  73) 
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Photo  below  shows  enclosed  metal 
head  of  a  modern  Venetian  blind.  At 
right  inside  the  head  is  the  tape 
drum  to  which  the  tapes  are  at¬ 
tached.  Pulling  cord  works  tilter 
(left)  which  turns  rod  that  operates 
tape  drum. 

—  Iilusttiitu>iis  courtt'Sy 

l.t'volor  Loffntzt'H,  Inc. 


Custom  Venetian  Blinds 

J 


— the  salesman  who  knows  all  about  their 
sales  features  brings  in  the  most  orders 


ROBERT  C.  LARKIN 
Levolor  Lorentzen.  Inc. 


^HERK’.s  profit  in  cu.stom  Veno- 
tian.s,  but,  like  any  other  prod¬ 
uct,  the  .sale.sman  who  know.s  the 
.saleable  feature.s  i.s  the  man  that 
makes  the  .sale.  There  are  many 
such  features  in  today’s  Venetian 
that  can  turn  a  difRcult  prospect 
into  a  .sale.  To  l)etter  understand 
the.se  .sales  points,  one  must  first 
have  a  workiiifr  knowledge  of  the 
changes  that  have  taken  place  over 
a  few  short  years. 

Branded  components,  national 
advertising  and  modern  machine 
methods  are  responsible.  Under 
today’s  streamlined  methods,  it  is 
ixrssible  for  a  manufacturer  (Kl) 
o|)erator)  to  e.stablish  a  private 
brand,  hold  to  the  quality  and 
capitalize  on  the  vast  sums  spent 
in  national  advertising  by  the  com- 
lH)nent.s  manufacturer.  The  knowl¬ 
edge  of  what  the.se  components 


have  to  offer  is  the  difference  be¬ 
tween  profit  and  loss. 

Without  a  doubt,  the  major 
stride  forward  came  about  through 
the  transition  of  the  industry  into 
the  machine  age.  Metal  slats,  in 
aluminum  or  .steel  coils  are  now 
automatically  measured,  cut  to 
length  and  routed  in  a  fa.st  moving 
machine.  Old  fashioned  wood  heads 
and  bottom  rails  are  now  replaced 
with  metal  ones.  A  machine  cuts 
them  to  length,  punches  and  lances 
them.  In  the  larger  plants,  as.sem- 
bly  lines  move  through  the  build¬ 


ing,  tape  is  measured  and  cut  on 
special  machines,  so  is  the  cord. 
Alt  of  the.se  machine  developments 
have  lead  to  better  com|x»nent,s. 

It  can  be  readily  understood  that 
in  the  face  of  the.se  improvements, 
the  .salesman  that  d(H>s  not  take 
advantage  of  them  is  l<».st. 

For  example,  let  us  examine  a 
top  quality  metal  head.  What  is 
different  al)out  it — what  does  it 
have  to  offer.  First  of  all,  the  ma¬ 
terial  itself.  The  channel,  as  the 
trade  calls  it,  for  custom  VT*ne- 
tians  is  cold  roll-formed  from  gal- 


Self  adjusting  tilt¬ 
er  on  modern  Ve¬ 
netian  blinds  per¬ 
mit  cords  to  be 
evened  by  simply 
pulling  the  short 
one. 


When  Tilt 
Cords  Croop 


Pull  tho 
Short  Ono 


And  Thov 
Como  Bock  Evon 
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Hta4,  *lat,  and  bottom  rail  of  on  all  metal  custom  built 
Venetian  blind.  Bottom  roil  has  plastic  end  caps.  It  hold  down 
brackets  are  used  cop  has  pin  in  it  os  shown  in  the  roil  above. 


that  passe.s  throujfh  a  new  device 
called  by  the  manufacturer  a  tape 
drum.  Why  i.s  thi.s  so  important 
to  a  sale?  Becau.se  there  is  no 
weig'ht  on  the  tilter.  All  the  weight 
rests  on  what  is  known  as  the  tape 
cradle,  the  member  that  supports 
the  tape  drum.  No  matter  what 
width  the  blind,  the  weight  is 
always  evenly  distributed  over  the 
head  with  none  on  the  tilter,  which, 
of  course,  gives  the  smoothest, 
easie.st  tilting  operation  imagin¬ 
able. 

The  tilter,  known  as  a  self-ad- 
ju.sting  tilter  to  the  trade  and  a 
majority  of  the  buyers  is  probably 
the  most  outstanding  feature  of 
the  head.  Before  its  invention  tilt 
invention  tilt  cords  would  creep 
out  of  reach  and  the  blinds  became 
usele.ss.  This  can’t  happen  on  V’'ene- 
tians  equipped  with  a  .self-adjust¬ 
ing  tilter.  When  the  cord  i.s 
equipped  with  limit  beads  the  tas- 
.sels  cannot  get  out  of  reach.  By 
pulling  the  short  cord,  both  ta.ssels 
become  even.  However,  as  a  rule, 
constant  u.se  keeps  them  in  an  even 
position  automatically  —  without 
con.scious  adjustment. 


vanized-bonderized  .steel  on  highly 
snecialized  equipment  that  turns  it 
out  at  the  rate  of  a  hundred  feet 
per  minute.  The  galvanized-bonder- 
ized  feature  is  especially  impor¬ 
tant,  as  it  not  only  gives  a  ru.'^t- 
resi'stant  finish,  but  presents  the 
finest  paint  adhering  surface  pos¬ 
sible  for  the  job  to  follow.  The 
channel  then  passes  on  to  the  roller 
coating  prwe.ss  where  an  alkyd 
amine  plastic  coating  is  applied  and 
oven  baked.  These  are  very  impor¬ 
tant  '.sales  features  as  the  head  is 
not  only  ru.st-resistant,  but  has  a 
hanl,  porcelain-like  finish.  There  is 
also  another  talking  point  about 
the  galvanized  pre-finishing.  Gal¬ 
vanizing  is  a  zinc  coating  and  zinc 
has  the  ability  to  actually  plate 
it.self  over.  This  is  known  as  a 
galvanic  action  and  means  that 
when  the  Venetian  blind  head  is 
cut  to  length  or  punched,  the  raw 
edges  will  become  self-plated  and 
protect  the  unpainted  edges  against 
corrosion. 


Now  let  us  get  into  the  mechan¬ 
ism  that  goes  into  the  head  and 
.see  how  greatly  it  differs  from  the 
old-.style  wood  rail.  True,  there  is 
still  a  tilting  mechanism  and  a  cord 
lock  to  rai.se  and  lower  the  blind, 
but  there  the  similarity  stop.s.  In 
this  particular  metal  head,  all  hard¬ 
ware  is  machine-clinched  into  posi¬ 
tion.  This  is  made  possible  by 
a  preceding  machine  operation  that 
had  lanced  and  cut  the  head  to 
size. 

A  close  examination  will  show 
an  entirely  new  method  of  tilting. 
Attached  to  the  tilter  i.s  a  tilt  rod 


Bottom  Bar 

What  else  has  happened  to  the 
V^enetian  blind?  The  bottom  bar. 
Here  is  a  real  radical  change  for 
the  better,  just  stuffed  with  talking 
points,  and  once  again  made  pos¬ 
sible  by  the  machines  developed 
to  make  them  practical  for  the 
manufacturer  (KD  ojierator)  who 
builds  the  Venetian. 

The  bottom  bar,  known  to  the 
trade  as  a  bottom  rail,  is  al.so  roll 
formed  and  painted  exactly  like  its 
brother  component,  the  head  chan- 
(HI  Page  66) 


Sway  ttop  and  hold  down  braclivts  or*  rapidly  becoming  o  must  in  every 
good  Venetian  blind  installation  in  windy  climates.  The  brackets,  fostened  to 
the  sill  or  the  jambs  with  one  screw  for  each,  hold  the  blind  in  position  when 
exposed  to  winds  ond  prevent  it  from  swaying. 

■e  sure  te  specify  end  caps  with  pins  when  held  dewn  brackets  ore  to  be  used 


Salej  Jitter  cJo 
o4U  Salesmen 


David  S.  Norrif 


With  this  issue  BUILDING  SPECIALTIES  begins  a  monthly  series  on  the 
problems  of  storm  window  salesmen  by  David  S.  Norris,  Soles  Director 
of  Ace  Industries  Co.,  Youngstown,  O.  Mr.  Norris  has  had  many  years  of 
eiperience  in  the  storm  window  field.  While  the  Wm.  Jones  and  the  street 
address  below  ore  imaginary,  the  letters  in  this  series  were  actually 
sent  to  solesmen  who  worked  under  Mr.  Norris  in  the  post. 


Mr.  William  Jones 
255  Elm  Street 
Youngstown, Ohio 

Dear  Bill; 

When  I  was  doing  track  work  at  Mercersburg  Academy,  my  second 
wind  would  come  to  me  about  half-way  in  a  race,  the  time  when  the  race 
really  develops  into  a  contest.  Watch  a  mile  race  sometime.  At  the 
quarter,  all  runners  are  going  strong.  At  the  half,  they  begin  to 
spread  out  and  stride  steadily  on.  Often  they  falter  and  almost 
collapse.  Then  suddenly  they  come  to  life  as  if  they  had  been  given  a 
strong  stimulant.  They  step  out  with  added  power  and  often  sweep  down 
the  home  stretch  to  the  finish  line  apparently  fresh.  Why?  They  had 
gotten  their  second  wind! 

Well,  like  runners,  good  salesmen  are  successful  because  they 
hang  on  until  they  get  that  second  wind.  A  sales  interview  can  well 
be  compared  to  a  race.  Many  times,  when  all  seems  lost,  a  salesman 
gets  that  second  wind,  usually  midway  in  the  interview.  This  will 
come  to  the  salesman  who  hangs  on  even  if  the  deal  seems  lost. 

With  this  second  wind,  it  suddenly  seems  possible  to  present  the 
window  in  a  different  light  and  to  meet  objections  more  easily.  Hang 
on!  Use  every  gimmick  in  your  sales  kit.  It  just  takes  one  little 
trick,  one  little  gesture  to  push  the  deal  through.  If  you  use  them 
all  your  chances  for  success  are  just  that  much  more  increased. 

When  your  prospect  becomes  stubborn,  show  equal  stubborness  in 
overcoming  his  objections  and  the  kick  you  would  get  out  of  a  game 
will  be  yours — when  you  suddenly  get  your  second  wind  in  selling. 

He  who  whispers  down  a  well 
About  the  windows  he  has  to  sell. 

Will  never  reap  the  golden  dollars 

Like  he  who  shows  them  'round  and  hollers. 

Good  Hunting, 

David  S.  Norris 


50 


BUILDING  SPECIALTIES 


I 


CoRugated  Plastic 


Sheeting  Offeis|DealeK 
Many  Profit  Opportunities 


Phofo  at  left  shows  a 
door  canopy  mode  of 
painted  wood  and 
covered  with  corru¬ 
gated  plastic.  Circu¬ 
lar  permanent  win¬ 
dow  canopy  also  has 
wood  frame  and 
translucent  corrugat¬ 
ed  plastic  top. 


Patio  cover  shown 
here  has  simple  wood 
frame  covered  with 
overlapping  sheets  of 
corrugated  plastic 
which  is  shatterproof, 
weather  resistant  and 
admits  plenty  of  light. 


These  handsome  in¬ 
terior  partitions  ore 
made  of  the  same 
plastic  corrugated 
sheets  shown  in  pho¬ 
tos  above.  The  plas¬ 
tic  sheets  are  held 
firmly  in  place  by 
wood  frames  and  cor¬ 
rugated  wood  stops. 
Pht*tos  courtfsy 

I’it'Tohtc  SaU'S  Co. 


From  Data  Furnished  By 
Plexolite  Soles  Co. 
Resolite  Corp. 


ONFj  of  the  new  and  modern 
material.s  which  the  con.struc- 
tion  and  home  improvement  indus- 
trie.s  have  been  usinj?  at  a  rapidly 
increa.sing  rate  in  the  past  few 
years  is  a  kind  of  translucent, 
corrugated  plastic  sheeting.  It  is 
made  by  a  growing  number  of 
manufacturers  under  a  variety  of 
trade  names  and  can  be  put  to 
an  amazing  number  of  uses. 

Many  building  specialty  dealers 
have  already  .seen  this  material  in 
the  form  of  canopies  and  window 
awnings  in  which  both  flat  and 
corrugated  sheets  are  employed. 
It  is  ideal  for  .skylighting,  patio 
covers,  window  glazing  (where 
transparency  is  not  desired), 
decorative  juineling,  interior  par¬ 
titions  for  offices  and  homes, 
shower  doors,  tub  enclosures,  win¬ 
dow  louvers,  fences  and  wind 
breaks,  porch  enclosure  walls  and 
bulkheads,  .store  fronts,  counter 
fronts,  garage  doors,  and  e.xhibits 
at  home  shows. 

It  is  made  of  a  plastic  known  as 
a  polyester  resin  which  is  rein¬ 
forced  with  gla.ss  fiber  mat.  About 
30^  of  the  material  is  glass  fiber 
while  the  re.st  is  pla.stic.  The  result 
of  the  combination  of  these  two 
materials  is  an  amazingly  .strong 
(Covthuivd  nv  Page  72) 
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Trimedge  Aluminum 
Extrusion  Catalog 

Trimedge,  Inc.,  Youngstown, 
Ohio,  announces  the  publication 
of  a  new  catalog  (No.  151)  cover¬ 
ing  its  complete  line  of  aluminum 
extrusions. 

The  64-page  catalog  is  carefully 
indexed  for  quick  and  ready  refer¬ 
ence.  It  contains  cross-section 
drawings  of  all  Trimedge  sections 
with  methods  of  application  and 
other  instructions.  There  are  a 
number  of  full-color  pages  show¬ 
ing  the  application  of  aluminum 
extrusions  in  such  typical  scenes 
as  the  kitchen,  dining  room,  recre¬ 
ation  room  and  bath. 


An  intere.sting  tw’o-page  spread 
gives  a  photographic  tour  of  the 
Trimedge  plant,  showing  the  three 
giant  hydraulic  extrusion  pre.sses 
in  the  Youngstown  plant  which 
have  a  combined  pressure  of 
6,700,000  pounds,  and  the  various 
processes  and  operations  involved 
in  converting  an  aluminum  billet 
into  finished  mouldings. 

Catalog  No.  151  contains  pages 
on  trailer  and  boat  mouldings,  on 
awning  mouldings,  price  tag 
mouldings,  thresholds  and  the  ex¬ 
clusive  Trimedge  Koil-Pak  mould¬ 
ings. 

There  is  a  page  of  information 
on  the  various  finishes  available 
including  the  new  Trim-A-Luster 
which  will  not  rub  off  black.  Trim- 


edge  has  just  incorporated  Trim- 
A-Luster  as  the  regular  standard 
finish  for  the  entire  line.  Another 
page  gives  helpful  hints  on  form¬ 
ing  curves  and  angles,  and  oi> 
cutting  and  mitering. 

«  *  * 


New,  Tronsculent, 
Shatter-Proof  Material 

Plexolite — a  new  fibre-glass  re- 
inforcwl  plastic  material — is  now 
available  in  corrugated  and  flat 
sht^ets  up  to  twelve  feet  in  length. 
Manufactured  in  three  thicknesses, 
1  16,  and  bj.  inches,  the  corres¬ 
ponding  weights  are  8,  12,  and  24 
ounces  per  .square  foot.  Plexolite 
carries  twelve  colors,  including 
coral,  red,  blue,  aqua,  white,  etc. 


The  material  has  unlimited  ap¬ 
plications  and  is  ideal  for  window- 
louvres,  awnings,  sky  lights,  r(K)f- 
ing,  shower  doors  and  patios.  It 


has  excellent  structural  strength 
and  is  unaffecttHl  by  moisture,  al¬ 
kaline  fumes  or  mild  acids  and  can 
be  worked  with  ordinary  ttH)ls. 

«  «  « 

New  Stainless  Steel 
Combination  Door 

'I'he  (',tH)rge  Sylvan  KUn-tric  Lor}', 
of  ('hicago,  s}»ecialists  in  the  manu¬ 
facture  of  Stainless  Steel  Equip¬ 
ment,  now  offer  a  Stainless  Steel 
(’ombinatit)n  I)o<»r  under  the  trade 
name  of  “Sylva-door.” 


(Jleaming  Stainless  Steel,  welded 
box-frame  construction,  ami  qual¬ 
ity  workmanship  make  the  “Sylva- 
door”  a  imnluct  that  w'ill  .sell  on 
sight  and  free  you  from  embarras¬ 
sing  in.stallation  and  .service  |)rob- 
lems.  Sold  complete  with  2  glas.s — 
2  .screens,  all  necessary  hartlw-are. 

*  *  • 

Nash  Device  Prevents 
Glass  Panel  Rattling 

Nash  Manufacturing  Com})any 
of  Long  Branch,  N.  J.  has  n*cently 
obtained  a  patent  after  extensive 
design  study  to  provide  concealed 
means  for  securely  holding  a  re¬ 
movable  door  or  window’  panel  in 
})osition  in  such  a  manner  that 
rattling  is  prevented  and  ea.se  of 
installation  and  removal  is  not  im- 
})aired. 

•  *  * 
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Porch  Enclosure 
Booklet  By  Ludmon 

A  new  four  pajfe  b(X)klet  entitled 
“Porch  Enclosuree”  has  been  pre¬ 
pared  for  distribution  by  the  Lud- 
man  Corporation,  Miami. 

The  booklet,  a  descriptive  folder 
showinK  the  u.ses  of  Jalousies,  fea¬ 
tures  many  photos  of  Jalousie  in- 
.stallations  that  will  spark  ideas  in 
the  minds  of  home-owners  who 
want  to  add  more  livintf  space  by 
enclosing  their  screened  porches 
for  year-round  living. 

Before  and  after  pictures  vivid¬ 
ly  demonstrate  the  advantages  of 
using  Ludman  Windo-Tite  Jalou¬ 
sies  for  practical  beauty  plus  year 
’round  comfort. 

mm* 

Vertical  Blinds 

Sun  Vertical  Blinds  are  made  of 
vertical  strips  of  Celanese  Multi¬ 
cord  which  are  available  in  colors 
to  harmonize  or  contrast  with 
other  colors  in  the  decorative 
scheme  of  the  room.  Dramatic 
color  .schemes  are  possible  with 
these  graceful  ribbons  of  light. 
PX’en  though  the  sun  shines  on 
lhe.se  Vertikal  Blinds  all  day,  they 
will  not  fade  or  lose  any  of  their 
original  glowing  color.  The  .special¬ 
ly  woven  Celanese  Multicord  is 
guaranteed  colorfast.  At  a  very 
low  cost,  new  fabric  slats  can  be 
obtained  for  V'ertikal  Blinds  and 
so  that  home  owners  can  well  af¬ 
ford  to  change  their  color  scheme 
often,  or  have  a  couple  of  .sets  for 
every  window. 


The  fabric  used  in  the  blinds  is 
a  hard  surface  material  which 
sheds  dust,  and  because  the  fabric 
panels  are  hung  vertically,  the  new 
blinds  stav  clean.  When  cleaning 


is  neces.sary,  the  panels  are  ea.sy 
to  remove,  can  be  washed  by  hand, 
and  returned  to  the  frames  while 
still  damp.  No  ironing  is  nece.s- 
.sary. 

The  fabric  panels  are  attached 
to  hooks  concealed  by  cornice 
boards  at  the  top  and  bottom  of 
frames.  The  panels  are  controlled 
by  a  conceale<l  rod.  When  open, 
the  blinds  do  not  interfere  with 
the  view;  when  clo.sed,  they  afford 
complete  privacy  and  yet  do  not 
shut  off  the  fresh  air.  The  Sun 
Vertikal  Blinds  al.so  make  attrac¬ 
tive  and  very  practical  partitions 
between  two  rooms.  When  closed, 
they  can  completely  .separate  the 
sleeping  and  living  areas,  or  the 
living  and  dining  areas. 

«  * 

Revolving  Closet 


The  most  sensational  develop¬ 
ment  in  today’s  home  for  new  con- 
.struction  or  remodeling  is  the 
Revolvodor,  the  miracle  closet, 
wardrobe  and  dre.ssing  room.  As 
the  name  implies,  it  is  actually 
a  revolving  clo.set  offering  the  fol¬ 
lowing  features:  1.  Finger  touch 
election  of  entire  wardrobe;  2. 
Spacious  shoe  rack;  3.  Hat  shelf 
with  9  .square  feet  of  flat  storage; 
4.  Extra  long  hanging  space;  5. 
Ample  dust-proof  shelf  .space;  6. 
Handy  tray  space;  7.  Full-length 
plate  mirror;  and  8.  Private  dress¬ 
ing  room. 

mm* 

B  &  T  Metals  Co.  Issues 
New  Metal  Trim  Catalog 

The  B  &  T  Metal  Co.  has  ju.st 
issued  a  complete  catalog  of  all 
their  extruded  aluminum  alloy  and 


rolled  metal  retaining  shapes  for 
u.se  with  wall  and  floor  coverings 
and  other  special  applications. 


The  new  catalog  is  extensively 
indexed  with  a  general  type  de- 
.scription  on  page  1,  a  miniature 
visual  index  of  types  on  Pages  62 
and  63  and  a  complete  numerical 
index  on  the  following  page.  For 
the  inexperienced  pages  2  and  3 
show  the  basic  types  and  the  man¬ 
ner  in  which  they  are  in.stalled.  In 
addition  there  are  further  applica¬ 
tion  illustrations  throughout  the 
book. 

All  in  all  this  is  an  extremely 
hand.some  and  conveniently  ar¬ 
ranged  book  on  metal  trim  which 
will  be  of  great  value  to  all  dealers 
and  applicators. 

*  *  * 

Parolostic  Adds 
New  Package 

Paralastic  Products  Company, 
Inc.,  manufacturers  of  caulking 
compounds,  is  now  packaging  a 
part  of  its  production  in  sjwuted 
cartridges. 

In  addition  to  the  one  and  five 
gallon  cans  previously  u.sed  exclu¬ 
sively,  the  full  line  of  white,  .solid 
colors,  and  pastel  shades  are  avail¬ 
able  in  the  new  package. 

The  company  al.so  states  that  the 
skeleton  frame  gun  can  be  fur¬ 
nished  for  use  with  siK)uted  cart¬ 
ridges. 

*  *  * 

Ruberoid  Introduces  New 
Asbestos  Siding  Nail 

Ever  since  the  advent  of  non¬ 
lumber  .sheathing,  contractors  and 
applicators  have  been  faced  with 
the  problem  of  how  to  fasten  as- 
be.stos  siding — easily,  securely  and 
inexpensively — to  such  sheathing. 
As  a  .solution  to  this  problem  The 
Ruberoid  Co.  has  intnxluced  a  new 
(Cotitinued  on  Page  83) 


Righf:  The  huge  plant  of 
Lincoln  Venetian  Blind 
Products  Co.  which  as¬ 
sembles  storm  windows, 
doors,  and  Venetian 
blinds.  Below;  Arnold 
Mallins,  President  of  the 
)  company. 


Consistent  Advertising 
Booms  N.  Y.  Dealer's  Sales 


I  1N(X)LN  VKXrCTlAN  BLIND 
PRODUCTS  CORPORATION 
of  P>aldvvin,  N.  Y.  i.s  an  excellent 
example  of  what  hard  work  and 
intelligent  business  nianaKi'nient 
can  do  in  the  buildinjf  specialties 
field.  Starting  in  llKtfi  with  a  total 
.staff  of  six.  Lincoln’s  employes 
now  number  close  to  40.  W’hile 
there  are  many  reasons  for  the 
company’s  j^rowth  including  an  ex¬ 
cellently  managed  sales  organiza¬ 
tion,  an  important  contributing 
factor  has  been  Lincoln’s  extensive 
advertising  program. 

.Advertising  Conscious 

Arnold  Mallins,  president  of  Lin¬ 
coln,  has  always  been  very  adver¬ 
tising  conscious.  Under  his  guid¬ 
ance,  the  company  today  more  than 
at  any  other  time  in  its  hi.story 
is  making  the  fulle.st  po.ssible  u.se 
of  advertising  to  reach  its  exi.sting 
and  potential  market.  The  Lincoln 


Venetian  Blind  Products  Corp.  is 
one  of  the  few  organizations  of 
its  size  to  retain  a  fully  recognized 
and  staffed  advertising  agency. 
Mallins  believes  in  perfection  and 
he  feels  that  his  aims  in  adver¬ 
tising  can  only  be  achieved  through 
profe.ssional  aid  and  cooperation. 

To  coordinate  .sales,  marketing, 
and  advertising,  conferences  are 
held  regularly  between  the  agency 
and  the  Lincoln  Corp.  in  order  to 
keep  one  hand  on  the  pulse  of  the 
buying  public  and  its  ever  changing 
habits. 

The  company  adverti.ses  consi.s- 
tently  in  local  newspapers  taking 
space  that  varies  from  three  col¬ 
umns  by  12  inches  to  full  pages. 
Products  shown  in  the  ads  include 
Stoaco  aluminum  combination  win¬ 
dows  and  doors,  Venetian  blinds, 
aluminum  awnings,  table  pads  and 
radiator  enclosures.  The.se  ads  are 
an  invaluable  .source  of  live  leads 
and  the  .salesmen’s  work  easier  by 


helping  to  “pre-.sell’  the  prospect. 

Baldwin,  the  town  in  which  Lin¬ 
coln  i.s  located,  is  in  Na-.sau  County 
on  Long  Island.  Na.s.sau  County, 
which  adjoins  New  York  City,  has 
been,  and  .>^till  is,  the  .scene  of  a 
tremendous  amount  of  private  resi¬ 
dential  building.  To  take  advan¬ 
tage  of  all  this  potential  business 
a  continuous  direct  mail  campaign 
to  the  new  home  owner  is  carried 
on  throughout  the  year. 

Van  ('ompanies 

To  make  certain  that  the  com¬ 
pany  contacts  every  new  home 
owner.  Lincoln  offers  moving  van 
companies  a  commi.ssion  on  all 
sales  clo.sed  from  leads  they  supply 
of  people  moving  into  new  homes. 

Another  method  u.sed  l)y  Lincoln 
to  increase  leads  is  to  provide  in¬ 
terior  decorators,  hardware  and 
paint  stores,  etc.,  with  large  point 
(Continued  on  Patfe  69) 
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POWERFUL 
FULL-COLOR 
NATIONAL  ADVERTISING 

In  Good  Housekeeping, 
Better  Homes  and  Gardens 
and  American  Home 


You  fift  >  car-round  sales  with  the 
Moloney  All-^X'eather  Door  be¬ 
cause  it's  a  storm  d«K>r  in  winter 
...  a  screen  dcM>r  in  summer.  It 
is  airplane-enginc-ered  tif  l(K)% 
extruded  aluminum,  with  a  hox- 
type  construction  that  gives  maxi¬ 
mum  strength  and  rigidity  without 
useless  weight.  Only  the  highest 
quality  materials  made  hy  Amer¬ 
ica's  leading  manufacturers  are 
used  in  the  .Moloney  Ottor.  And 
you  dtm't  have  to  buy- or  sell  — 
"extras".  The  Moloney  Door 
comes  complete  with  all  fittings. 
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ON  n  THE 

FASTEST- SElllHO  DOOR 
THE  BHSINESS 


6  big  reasons  why  distributors  and  dealers  can  make  more  money 
by  selling  the  MOLONEY  ALUMINUM  COMBINATION  DOOR: 

1«  Hundreds  of  our  dealers  report  booming  sales,  just  one  example— last  month  alone,  one  of  our 
dealers  sold  13d  doors  at  a  gross  profit  of  S3,f)d0,  an  increase  of  78'  /  over  July,  1951, 

2.  Dealers  find  that  the  Moloney  All-Weather  Door  creates  three  times  its  value  in  iiitnlotf  sales. 

3.  It’s  the  finest  combination  door  on  the  market;  produced  and  marketed  with  the  know-how  of 
the  oldest  exclusive  combination  citMir  manufacturer  in  the  business. 

4.  The  Moloney  Door  sells  at  the  most  competitive  price,  with  full  jX'rcent.ige  mark-up  for  both 
dealer  and  salesman. 

5.  Trouble-free  installations  are  faster,  easier  with  our  exclusive  Atljnsto  Precision  Channels.  No 
fractional  si/es  necessary;  no  large  inventories  needed. 

6.  In  addition  to  national  advertising,  we  furnish  attractive,  free  dealer  aids;  professionally  designed 
by  one  of  America’s  biggest  advertising  agencies. 

★  Get  on  the  Moloney  mop  now!  Exclu¬ 
sive  DISTRIBUTORSHIPS  and  DEALERSHIPS 
still  available  in  many  profitable  territories. 

WRITE-PMONE-OR  WIRE ! 

THE  MOLONEY  COMPANY 

2409  Terminal  Tower  ■  Cleveland  13,  Ohio  *  PRospect  1-0750 

In  CANADA,  The  Moloney  Door  is  manufactured  and  sold  by  .Mo/oney 
Aluminum  ProJuiti  of  Canada,  l  id..  41  Lewii  Street,  Fort  Erie,  Ontario 

THE  WORLD'S  LARGEST  MANUFACTURER  OF  ALUMINUM  COMBINATION  DOORS 
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B.  S.  REPORTER . . . 


Officio's  and  fop  salesmen  of  the  Form  and  ffome  Modernisation  Corp.  of  Syracuse,  N.  Y. 
visit  the  plant  of  ffutch  Mfg.  Co.  during  the  annual  sales  convention  held  in  Youngstown 
and  Cleveland,  O. 


Ace  Industries  Opens  New 
Plant  In  Butler,  Pa. 

Ace  Iiidu.stries  Co.,  of  Yoiin^s- 
town,  O.,  manufacturer.s  of  alumi- 
mim  combination  window.s  and 
doors,  has  announced  the  openinj^ 
of  a  new  plant  at  Butler,  Pa.  The 
new  plant  replaces  facilities  jire- 
viously  located  in  Ellwood  City,  Pa. 
The  move  adds  substantially  to  the 
manufacturiiiir  capacity  of  the 
company,  according  to  H.  M.  Raub, 
V’ice  President  of  Sales.  The  But¬ 
ler  plant  contains  approximately 
7(),0()0  square  feet. 

At  the  .same  time  the  company 
also  announced  the  appointments 
of  Harry  M.  Raub  as  Vice  Presi¬ 
dent  of  Sales  and  David  S.  Norris 
as  Director  of  Sales.  Mr.  Raub,  who 
has  been  away  from  the  Ace  orjraiii- 
zation  for  the  past  two  and  one- 
half  years,  was  one  of  the  oriKinal 
designers  and  iiromoters  of  the 
.Ace  storm  window.  He  has  been, 
and  .still  is,  a.ssociated  with  Aetna 
Standard  Eiifrineerintf  Co.  for  over 
twelve  years.  Mr.  Raub  states  his 
determination  to  market  a  well- 
engineered,  .service-free  storm  win¬ 


dow  that  will  appeal  to  the  home 
owner. 

Mr.  Norris  was  formerly  con¬ 
nected  with  Ace  from  1!)46  to  1941) 


ff.  Raub  D.  Norris 


as  .sales  manager  and  built  the 
company’s  original  field  orpfaniza- 
tion.  Until  recently  he  was  .sales 
manajrer  for  the  Weather-Proof 
Co.  of  Cleveland,  O.  He  has  had 
twelve  years  of  experience  in  the 
storm  window  field  and  has  been 
in  all  pha.ses  of  the  industry  from 
marketing  to  manufacturing.  Ac¬ 
cording  to  Mr.  Norris,  Ace  will 
produce  a  two-track  all  aluminum 
combination  window  of  the  hijrhest 
quality. 


A  viaw  of  Hi«  new  alont  al  Ac#  In4u«»riat  Co.,  locotad  in  BuHor,  Pa. 


New  Nash  Plant  In 
W.  Hempstead,  L.  I.,  N.  Y. 

The  Nash  ManufacturiiiK’  Com¬ 
pany  of  Look  Branch,  N.  J.  has 
recently  opened  a  factory  distribu¬ 
ting  branch  at  147  Na.-.sau  Blvd.. 
West  Hempstead,  L.  I.  Telephone 
Hempstead  2-5340.  A  complete  in¬ 
ventory  of  doors  and  windows  and 
grilles  will  be  stocked  in  order  to 
better  serve  the  Lon^  Island  deal¬ 
ers.  Henry  Horstmann  has  been 
appointed  branch  manager. 
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David  L  Warner  Appointed 
By  Fred  J.  Weil 

David  L.  Warner  has  joined  Fred 
J.  Weil,  distributor  of  hardware 
and  mill  supplies,  as  sales  repre¬ 
sentative.  Mr.  Warner  was  former¬ 
ly  president  of  the  Warner  Mfg. 
G).  of  Jersey  City,  N.  J. 


David  L.  Warner 


Fred  J.  Weil  supplies  hardware 
for  combination  windows  and  doors 
and  is  located  at  105  Lafayette  St., 
New  York  13,  N.  Y.  .Mr.  Warner 
will  call  on  manufacturers  and 
Kl)  operators  in  the  combination 
window  and  door  trade. 

*  *  « 

Major  Personnel  Changes 
At  Miracle  Adhesives  Co. 

In  a  move  desiKiunl  to  provide  its 
customers  with  faster  —  more  ef¬ 
ficient  .service.  Miracle  Adhesives 
C/onmration  has  effected  several 
major  changes  in  organization. 
This  fact  was  announced  today  by 
K.  R.  Falkenburg,  President. 

Included  among  these  changes 
are  the  appointment  of  (1.  H.  Miles 
to  direct  the  Tile  Department  and 
the  reassignment  of  B.  LeB.  Mu.s- 
grave  to  supervi.se  the  Insulation 
Department.  Further  appointments 
have  included  the  promotion  of 
M.  F.  Vogel  to  the  position  of 
Western  Sales  Manager  and  the 
naming  of  K.  W.  Celdert  and  F. 
Voos  to  direct  operations  of  the 
newly-formed  Miracle  Paint  and 
Chemical  Corporation. 

«  « 

Permutit  Appoints  New 
Mid-West  Regional  Mgr. 

C.  H.  Johnson,  former  District 
Manager  for  Indiana  since  1948, 
has  been  apiK>inted  Mid-VV'^estern 
(Continued  on  Page  77) 
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100  advertisers  are  using  space  in  this  issue, 

85%  of  whom  are  repeating.  This  is  the  finest 
kind  of  evidence  that  this  publication  is  pro¬ 
ducing  results  for  advertisers. 

Month  after  month,  the  advertisers  in  BUILD¬ 
ING  SPECIALTIES  have  increased  and  used 
more  space.  This  issue  has  the  MOST  total 
pages;  MOST  advertising;  MOST  reading  mat¬ 
ter;  MOST  paid  subscribers. 

Blanketing  this  growing  dynamic  and  sales- 
minded  industry,  BUILDING  SPECIALTIES  brings 
you  the  No.  1  market  in  the  building  field.  If 
you  want  to  sell  these  sales-active  dealers, 
write  for  further  information  and  rates  to 

BUILDING  SPECIALTIES 

425  —  4th  AVENUE  Telephone:  MUrray  Hill  3-6280  NEW  YORK  16,  N.  Y. 
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^O^Complete 
Stocks  of 

Aluminum 

Nlolding 


to  serve  the 

BUILDING 

SPECIALITIES 

INDUSTRY 

Prompt  Shipments 


^ec9>uUe  tvStH 


Aluminum  Molding 

wmri  roDAV  por  comruti  cataioo 

KCOtin.  WC..  2111  nACNTHE  n.,  /trUMT*.  M. 


CHICAGO 

METAL 

STRIP 

COMPANY 


o^: 

METAL  WEATHERSTRIPS 
SASH  BALANCES 
THRESHOLDS 

&  Custom  Rolling:  of 
Special  Shapes 
Screen  Frames 
Screen  Guides 

I’honr: 

LOnabeach  1-5122 

4521  NORTH  CLARK  STREET 
CHICAGO  40,  ILLINOIS 


Business  Is  Good 

{Continued  from  Page  39) 
I’roduction  Administration  and  the 
biff  three  primary  producers.  The 
DPA  wants  to  start  replenishing 
j  the  nation’s  strategic  stockpile  in 
I  the  fourth  quarter  w'ith  31  million 
I  pounds  earmarked  for  this  pur- 
'  pose.  The  committee  of  industry 
;  representatives  disagrees  with  this 
‘  and  recommends  in.stead  that 
j  stockpiling  be  postpojied  instead 
until  the  first  quarter  of  next  year 
,  or  even  until  the  second  quarter  if 
I  production  goals  of  new  facilities 
are  not  reached  on  .schedule. 

!  The  indu.stry  committee  in  a 
j  recent  meeting  with  Samuel  Ander- 
i  .son,  aluminum  “czar”  of  the  DPA, 
recommended  that  the  NPA  .set 
controlled  aluminum  allotments  of 
I  857'  of  base  usage  rather  than  at 
j  557'  which  the  DPA  is  considering 
■  at  pre.sent. 

In  view  of  Anderson’s  de.scrip- 
tion  of  fourth  quarter  .stockpiling 
,  plans  as  a  “modest  start”  in  re¬ 
plenishing  the  nations  aluminum 
•  re.serves,  it  .seems  most  unlikely 
that  allotments  for  the  fourth  quar¬ 
ter  will  be  as  high  as  857< .  In  fact 
,  Anderson  indicated  that  even 
I  larger  amounts  than  31  million 
;  pounds  should  go  into  the  .stock 
pile  for  the  first  quarter  of  next 
year. 


Canadian  Aluminum 

i 

Meanwhile  Congre.ss  has  turned 
I  down,  for  the  time  being  at  lea.st, 
i  the  Admini.stration’s  propo.sal  to 
expand  domestic  aluminum  pro¬ 
duction  immediately  and  al.so  make 
a  long-term  purcha.se  agreement 
'  with  the  Aluminum  Co.  of  Canada. 
:  in  a  report  filed  in  the  Senate, 
'  the  Joint  Watchdog  Committee 
i  charged  with  keeping  tabs  on  de- 
fen.se  production  rejected  the  Gov¬ 
ernment  proposal  for  a  stockpile 
purchase  agreement  and  suggested 
;  that  the  Defense  Production  Ad- 
i  ministration,  w’hich  has  been  push¬ 
ing  for  additional  facilities,  wait 
until  next  year  before  it  makes  a 
definite  decision  on  whether  to  en- 
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"Worth  its  weight  in  gold.” 

“We  think  your  Manual  is  terrific.” 
"The  Bible  of  the  Industry." 

That's  Whal  Dealers  Say  About 

ROOFING.  SIDING  & 
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oourajre  another  round  of  exjviin- 
sion  in  this  country. 

To  make  sure  that  its  recom¬ 
mendations  are  hwded,  the  com¬ 
mittee,  which  is  headed  by  Senator 
Burnet  R.  Maybank  (Dem.,  S.  C.), 
told  DPA  not  to  make  any  commit¬ 
ments  until  it  has  another  consul¬ 
tation  with  the  committee.  A  com¬ 
mittee  spoke,  man  commented  that 
he  thinks  it  “unlikely”  that  a  Gk)v- 
ernment  administrator  would  ig¬ 
nore  this  request. 

The  Alcan  proposal,  which  called 
for  the  Canadian  producer  to  de¬ 
liver  for  sale  to  U.  S.  consumers  up 
to  300,000  tons  of  aluminum  yearly 
starting'  in  1955,  carried  a  U.  S. 
guarantee  that  whatever  was  not 
taken  up  in  the  domestic  market 
would  be  purcha.sed  at  the  going 
dome.stic  rate  by  the  Government 
for  the  strategic  stockpile. 

,  Military  Production 

The  committee  declared  it  is 
“most  questionable”  that  the  Alcan 
proposal  would  mean  any  addition¬ 
al  aluminum  for  U.  S.  military  pro¬ 
duction  before  1955,  w’hich  it  indi¬ 
cated  covers  the  most  critical 
period  in  the  mobilization  pro¬ 
gram. 

In  addition,  it  pointed  out  that 
U.  S.  aluminum  producers  have 
demon.strated  their  ability  to  create 
new  primary  reduction  facilities  in 
about  a  year’s  time,  and  that  ex- 
j)ansion  of  domestic  production  was 
preferable  to  any  plan  sponsoring 
increased  Canadian  output. 


New  Developments 
In  Venetian  Blinds 


Read  about  them 


in  the 


September 
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Let  Corben  punch  your 
ticket  to  Increased  Soles 
and  Greater  Profits.  Stoke 
up  on  full  information  on 
how  this  skillfully  de¬ 
signed  sure  seller  can  in¬ 
crease  YOUR  volume. 
Write,  wire,  or  call- 
today!  —  In  time  for  the 
beginning  of  the  season! 


if  EASY  TO  SELL 
if  WRITE  OR  WIRE- 


SON  “co^ 

H  8TH  ST. 

33,  PA. 

son  2-5800 
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Artificial  Stone  Siding  Favored  By 
Home  Owners  For  Attractive  Interiors 


INSTANT'FIT 

EXTRUDED  ALUMINUM 

CASEMENT 
STORM  WINDOWS 


IMMEDIATE 

DELIVERY 

•  Sell  today  — 

Install  tomorrow! 

•  Fit  all  standard 
metal  casements! 

•  Installed  as  simply 

as  putting  up  screens! 

•  No  interference  with 
Venetian  blinds  or  drapes! 

EASIEST  WINDOW  TO  SELL! 

plus 

BIGGER  PROFITS 

Writ*  today  tor  compitio  informatioo 


UNIVERSAL  FABRICATORS 


Kl  2-0350 


i 


Artiticial  stone  tiding  not  only  provides  good  looking  exteriors  but  also  very  attractive 
interiors  tor  both  commercial  and  residential  buildings.  In  the  above  picture  the 
fireplace  and  the  entire  lower  half  of  the  room  hove  been  finished  with  Bondstone,  a 
stone  siding  mode  by  Emco  Cement  Products  Co. 


Screen  Enclosures 

{Contitnu'd  from  Poffe  40) 

If  you  have  built  the  framework 
of  wood  be  sure  to  allow  for  ade¬ 
quate  drainage.  During  a  rain¬ 
storm  a  certain  amount  of  water 
will  remain  inside  the  screen  en¬ 
closure  and  may  lie  against  the 
wooden  beam  or  plate  attached  to 
the  terrace  floor.  This  will  make 
the  wood  rot  after  a  while  or  at  the 
least  will  prevent  the  floor  from 
drying  as  rapidly  as  it  should. 
Weepholes  or  grooves  cut  through 
the  wood  will  permit  quick  drain¬ 
age.  Treating  the  underside  of  the 
bottom  wfHjd  beam  with  white  lea<l 
before  it  is  fastened  to  the  terrace 
floor  will  i)rolong  the  life  of  the 
wood  and  eliminate  customer  com¬ 
plaints. 

Aluminum  Door 

If  you  have  sold  an  aluminum 
door  to  go  with  the  .screen  enclo¬ 
sure,  as  of  course  you  should,  bt' 
sure  to  double  the  framing  around 
the  doorway  to  with.stand  the  strain 
on  the  framework  that  results  from 
the  opening  and  closing  of  the  door. 


If  you  are  connected  with  a  man¬ 
ufacturer  who  supplies  special  alu¬ 
minum  framing  units  the.se  are 
much  more  preferable  to  wood  and 
involve  much  less  erection  work. 
Such  units  generally  i)resent  a 
much  more  attractive  appearance 
than  w<K)d.  They  are  also  narrow¬ 
er  than  corre.s))onding  wood  beams 
and  permit  greater  visibility. 

These  units  are  .so  made  that 
they  tit  into  each  other  and  can  be 
easily  fastened  together  with  or 
without  .some  sort  of  IcK'king  de¬ 
vice.  As  might  be  e.xpected  the 
units  are  made  in  the  form  of  alu¬ 
minum  channels  into  which  .screen 
or  glass  jjanels  can  be  in.serted. 
Some  are  designed  so  that  not  only 
the  in.serts  are  removable  but  al.so 
the  entire  framework  can  be  easily 
and  quickly  removed  by  the  home 
owner  himself.  This  t.vpe  of  .screen 
enclosure  is  not  intended  to  support 
a  roof  but  fits  under  the  perma¬ 
nent  roof  of  an  open  sided  porch, 
terrace,  or  patio. 

For  many  home  owners  the  re¬ 
movable  screen  enclosure  is  prefer¬ 
able  since  it  is  not  u.sed  during  the 
cold  months  and  cuts  down  visibil¬ 
ity  from  the  windows  on  the  side 


3  chcmiiel 


100%  EXTRUDED  ALUMINUM 

3  CHANNEL 

combination 

SCREEN  &  STORM 
WINDOWS 

Wrife  for  liferoture  and  defailt 
distributorship  franchise  for 


JASCO  WINDOWS  and  DOORS 


Potent  Pending 


JnSCO  ALUMINUM  PRODUCTS 

CORPORATION 

2099  Jericho  Turnpike 
New  Hyde  Park,  L.  I.,  N.  Y. 

Telephone  Flelditone  7*8703  I 


{Continued  from  Page  44) 

serves  three  purposes.  First,  it 
sharpens  interest  of  the  prosi)ect 
as  well  as  the  other  customers  who 
may  have  come  in  for  some  other 
purpose.  Second,  the  center  Kives 
the  dealer  a  focus  for  his  sales  talk. 

The  materials  at  the  demon.stra- 
tion  center,  such  as  manufacturers’ 
leaflets  and  handouts,  are  some¬ 


thing  the  prospect  can  take  away 
with  him  and  read  later  to  help 
him  make  up  his  mind  to  buy.  And, 
third,  the  demonstration  center 
rlefinitely  helps  to  close  saljs  be¬ 
cause  it’s  the  natural  j)lace  for  the 
dealer  to  keep  his  technical  infor¬ 
mation  on  fan  sizes,  capacities, 
u.-es,  and  in  tallation  procedures 
and  costs. 

As  for  advert isinjj,  best  results 
are  obtained  when  it  is  coordinated 
{C  tnfinn  d  on  Page  6  >) 
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BUILDING  SPECIALTIES 


Hints  To 
SALESMEN 


(From  an  articio  on  gpeeiolty  telling  by 
Wm.  Sheppard  which  began  in  the  July 
ittue.) 

4.  IH)  USE  THE  G  O  L  H  E  !\ 
HOUR  OF  CAISFASSING  FOR 
^^NOT  HOHESr  The  (;«hlen  Hour 
IH  from  five  iu  nix  in  the  afternoon. 
Mom  IH  in  the  kitehen  getting  Hup- 
lier-  ready.  Dad  is  home  or  on  his 
way.  When  you  ring  a  liell  at  this 
time  of  day,  you'll  fill  in  the  gaps 
you  misseil  in  the  morning.  And 
the  gaps  have  to  lie  filled  in,  if 
you're  to  <ln  a  top  joh. 

5.  I)  O  S  EE  YOUR  REST 
LEADS  FIRST.  Same  salenniev, 
when  theif  </o  out  in  the  evening 
irithnut  a  definite  time  appoint¬ 
ment,  tike  to  put  off  the  best  lead 
until  last.  They  like  to  have  a  “hot 
one”  to  look  forward  to.  Don’t  do 


it.  A  bird  in  the  hand  is  ivorth  two 
aniftvhere  else.  If  you  (jo  to  see  a 
weak  lead  first  and  miss  the  sale, 
some  of  the  starch  ivill  go  out  of 
you.  Then  the  sale  that  should  be 
easy  won’t  be — and  might  be 
mussed.  If  you  put  the  easy  one  first 
and  wrap  it  up,  you’ll  go  to  your 
7iext  prospect  with  an  air  of  con¬ 
fidence  which  may  well  tnake  that 
sale  come  easy. 

6.  DO  SET  THE  STAGE  FOR 
YOUR  ACT.  When  you’re  in  the 
living  room,  ready  for  your  dem¬ 
onstration,  you’re  like  an  actor  on 
a  stage.  You  want  your  audience 
settled  so  they  can  see  and  hear 
you.  You  want  your  props  (sample, 
sales  manual,  contract  pad,  pen, 
etc.)  readily  available  so  that 
there  will  be  no  “stage  waits.’’  A 
demonstration  should  go  smooth¬ 
ly  and  you  should  completely  con¬ 
trol  the  course  of  it. 

7.  JX)  STRESS  AND  BE  EN¬ 
THUSIASTIC  ABOUT  WHAT  A 
BARGAIN  YOUR  PRODUCE  IS. 
A.s  you’re  selling  a  “big  ticket” 


item,  the  contract  price  will  Iw 
high — far  higher  than  most  pur¬ 
chases  your  prospects  make.  Your 
enthiusiasm  trill  be  the  big  factor 
in  convincing  them  that  what  you 
hitve  to  offer  trill  be  a  good  buy 
for  them.  If  ymi  don’t  act  like  your 
price  is  a  bargain,  who  else  trill? 

8.  DO  SA  VE  STRONG  POINTS, 
ILLUSTRATIONS,  ARGU¬ 
MENTS  AND  STORIES  FOR 
THE  CLOSE.  The  best  runners 
in  a  race  always  try  to  save  a 
final  burst  of  energy  for  their  run 
down  the  home  stretch.  F*oor  run¬ 
ners  give  all  they’ve  got  in  the 
beginning  and  then  have  nothing 
left  when  the  going  gets  tough. 
Don’t  you  do  your  best  selling 
before  you  get  to  the  close.  Save 
your  best  for  the  time  when  it 
will  count  the  most. 

9.  DO  USE  MOVEMENT, 
WORD  PICTURES  AND  DRAMA 
IN  YOUR  DEMONSTRATION. 
A  good  actor  doesn’t  .sit  lifeles.sly 
in.  a  chair  and  spout  his  lines.  A 
good  playwright  doesn’t  write 
those  lines  without  .sparkle.  You 


CUSTOM  METAL  ROLLING 

and 

HARDWARE  FOR  THE  WINDOW  INDUSTRY 

Glass  Channels 
U  Channels  &  Slides 
Screen  Frames 
Weatherstrips 
Headers  &  Enclosures 
Hardware 

Shapes  to  your  Blue  Prints 

Prompt  Attention  To  All  Requests 

PRICES  AND  SERVICE  A  PRIME  FACTOR 

Distributors  wanted  on  all  metal 
combination  windows  to  work  from 
lineal  feet.  Small  investment. 

AKO  WINDOW  INDUSTRIES 

2134  II  Harlmi  «n..  CMcaio  33.  III. 

Tvndi  9-3252  —  Pkantt  —  Gladstoni  3-8060 


I  Notice  Dealers  &  Distributors  I 

%  ? 

%  If  you  are  looking  for  the  BEST  3-Track  Combination  « 

Aluminum  Storm  Window  AT  A  COMPETITIVE  PRICE  —  Get  | 
%  in  touch  with  MORT  CO.  immediately  for  detailed  infer-  ^ 
I  mation  about  STOACO.  ^ 

I  COME  IN!  -  CAU!  or  WIRE!  NOW!  I 

t 

I  LEARN  ABOUT  a II- Weather  TRIPLE  TRACK  | 

I  WINDOW  FEATURES  | 

Jr  ^ 

y  A  Service-Free  Windew  with 

•  Interlockinf  inserts 

e,  (glass  and  screens) 

•  Stainless  steel  ball  bearings 

4  •  Stainless  steel  cushien  springs 

(y 

•  Inside  comer  shields 

4  •  Aluminum  screen  wire 

Jr  *  Blind  step  installation 

^  •  Handle  locking  inserts 

•  Top  i  bottom  ventilation 

K  We  hove  openings  for  Deoler-Contoct  men  in  Pennsyhronio,  Now  Jersey, 

^  Oelowore,  Morylond  and  Washington,  D.  C. 


MORT  CO. 


STORM  SASH  DIVISION 
4tb  A  Girard  Avo. 
Philadelphia  23,  Pa. 
Phono:  MArfcot  7-4426 
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are  both  an  actor  and  a  play- 
irright  as  you.  demomtrate.  Let 
movement  keep  your  audience  at¬ 
tentive.  Let  word  pictures  show 
your  audience  what  they  will  gain 
by  their  buying  decision.  You  can 
say,  “Mr.  Jones  these  windows 
will  save  you  a  lot  of  work.”  Hut 
how  much  better  it  is  if  you  tell 
him,  “Mr.  Jones,  next  Spring  won’t 
yon  get  a  big  kick  out  of  watching 
your  neighbors  wrestle  iHth  their 
ladders  ptitting  up  their  screen.s, 
while  you  sit  by  and  laugh  at  them 
because  you’ll  be  able  to  change  to 
screens  from  in.side  your  home  with 
on  muss,  no  fuss  and  all  dres.sed 
up  in  a  tuxedo,  if  you  wont  to; 
they’re  that  easy  to  shift.” 

10.  DO  PICTURE  YOURSELF 
AS  A  SUCCESSFUL  SALES- 
MAS  WITH  CONFIDENCE, 
KNOWLEDGE  AND  ASSUR¬ 
ANCE.  Success  breeds  success. 
When  you  act  successful  your 
prospects  will  know  that  you  have 
sold  your  product  to  many  other 
homeowners.  They’ll  know  that 
others  have  liked  what  you  have 
to  sell  and  that  will  help  them 
make  their  decision.  The  exhibi¬ 
tion  of  your  knowledge  will  show 
that  you  know  your  business  and 
that  will  create  confidence  in  you. 
And  few  sales  are  made  without 
confidence  in  the  salesman  and  his 
company.  With  your  confidence 
and  knowledge  comes  assurance. 
Of  course,  there’s  no  doubt  in  your 
mind  that  they  will  buy  as  soon 
as  they  know  what  your  product 
will  do  for  them.  It’s  up  to  you  to 
act  as  though  you  never  lost  a 
sale  and,  when  you  act  that  way, 
you’ll  lose  far  less.  The  question 
is  not  if  your  prospect  will  buy. 
The  question,  as  far  as  your  atti¬ 
tude  is  concerned,  is  when  your 
product  will  be  installed. 

(Continued  in  the  September  issue.) 


'  Why  You  Should  Be  j 
I  In  The  Kitchen  Business!  / 

^  in  the  / 

/  September  ^ 

\  BUILDING  SPECIALTIES  / 


in  tk  Bnsms 


Tkf  '‘Triple  fe/’’ Stays  Sold 

We  ask  you  honestly  —  Compare  STO-A-CO  triple  track  com¬ 
bination  and  doors  with  any  other  combination  on  the  market. 
Compare  STO-A-CO  for  appearance  and  style  —  for  smooth, 
permanent  trouble-free  TRIPLE  TRACK  operation.  Compare 
them  any  way  you'd  like.  STO-A-CO  products  are  built  to  stay 
sold  —  that's  why  more  and  more  smart  home  owners  are 
turning  to  STO-A-CO.  Every  demonstration  proves  their  super¬ 
ior  qualify. 

ASSEMBLY  PLANTS  STRATEGICALLY  LOCATED 
To  Give  Prompt  Efficient  Service 


wumn  TO  lAsr  roKtvm" 


POST  OFPici  eox  *r  "  apco,  ohio 


Fans 

(Continued  from  Page  61) 

with  the  weather.  G(X)d  adverti.s- 
ing  i.s  always  pin-pointed  to  the 
pro.spective  customer.  So,  feature 
a  particular  type  of  fan  in  an  ad — 
say,  an  attic  fan.  Show  how’  u.seful 
it  is  for  the  hou.se  that  has  an  attic, 
or  for  the  house  that  has  only  a 
clo.sed  air  .space.  Tell  how  the  attic 
fan  is  a  permanent  installation 


that  can  be  F’HA  financed. 

Remember,  gfMxl  advertising  is 
based  on  facts,  true  facts.  If  the 
product  is  .serviceable  and  econom¬ 
ical,  the  prospwt  will  be  induced 
to  inve.stigate. 

G<x)d  advertising  is  not  limited 
to  new’spapers.  A  brief  s|X)t  an¬ 
nouncement  on  the  radio  or  televi- 
cially  if  it  is  done  when  the  weath¬ 
er  has  made  li.steners  acutely  aware 
sion  can  bring  many  inquiries,  e.spe- 
(Continued  on  Page  64) 
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BUILDING  SPECIALTIES 


More 
Volume 


We  are  pleased  to  announce  that 
we  now  can  deliver  all  colors, 
as  previously  shown  in  oui 
complete  line. 


eoiLDcnr 

COMPANY 

manulactur»rt  ol  plaitic  tll» 

2938  West  63rd  Street 
Chicogo  29,  Illinois 


GniLPcneOT 


?**l*r»  •i.ii 

"•in.  „  n^*'^***'*f  Writ, 
^htrtkyfr. 


(’  A  I.  I  F  0  K  N  1  A  R  K  I)  W  »  »  D 


Band  Sawn-Premium  Quality 

You  may  use  tbc  esprrirnre  we  have  gained  over  many 
vear»  supplying  rombination  window  and  door  manu- 
racturers.  Guaranteed  shipmenta  on  regular  arbedules. 

I.et  ut  help  you  aolve  your  problemt. 

Direct  Mill  Shipments  Only 


J\  tVallace,  3nc. 

(.11.11  (liitn  Hldu.  \N  OodxN.ii  (1  I-dSti.’  DiMtoil 


Fans 

{Continued  from  Page  63) 

of  their  discomfort.  Radio  .stations 
can  help  you  choose  the  best  time 
for  your  fan  announcements  be¬ 
cause  they  generally  know  what 
time  of  day  the  family  li.stens  mo.st, 
which  programs  get  the  bigge.st 
audience,  and  .so  on. 


LLst  Your  Sales 


When  you  .sell  fans,  make  sure 
to  kt'ep  a  list  of  your  .sales.  Occa¬ 
sionally  dropping  into  the  homes 
of  the  people  you’ve  sold  will  lead 
to  getting  more  prospcsits  becau.se 
no  doubt  neighbors  and  friends 
have  .seen  the  fans  and  have  become 
interested  them.selves.  Satisfied 
customers  can  be  e.xcellent  sales¬ 
men.  Cultivate  them  to  your  be.st 
advantage. 

Lining  up  good  prospects  need 
not  be  a  hard  job  if  it  is  done 
.sensibly  and  .systematically.  Here 
are  some  good  steps  to  follow. 
F^irst,  follow  up  old  customers  of 
other  items  as  well  as  fans  and  re¬ 
lated  equipment. 

Second,  work  at  the  blueprint 
.stage  by  having  architects  and 
contractors  include  exhaust  venti¬ 
lating  equipment  in  their  building 
plans.  Third,  work  with  your  local 
power  and  light  company.  Biicau.se 
fans  consume  current  during  the 
off-peak  hours  of  the  day,  utility 
companies  usually  recommend  the 
addition  of  such  units.  Sometimes 
the.se  companies  will  furnish  names 
of  prosjyect.s  and  other  interested 
persons  they  have  interviewed. 


Promotion  Methods 


There  are  other  worthwhile  pro¬ 
motional  devices  too.  No  possible 
aid  should  be  neglected.  For  in¬ 
stance,  many  successful  dealers 
and  builders  keep  .scrapbooks  in 
which  they  paste  every  bit  of  data 
and  information  they  can  find  on 
exhaust  fans.  This  has  proved  a 
very  valuable  .salesbuilder.  Pat 
testimonials,  technical  information. 
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and  pictures  in  a  scrapb(K)k  and 
show  them  to  your  prospects. 
There  is  bound  to  be  .somethiiiK  in 
it  to  interest  everyone. 

A  personal  .solicitation  letter  to 
a  prospect  can  often  accomplish 
good  results.  Don’t  try  to  high 
pressure.  Ju.st  be  natural  and  sin¬ 
cere.  Point  out  the  advantages  and 
benefits  of  exhaust  ventilation, 
especially  how  it  can  help  the  par¬ 
ticular  person  to  whom  the  letter 
is  addressed.  A  stenographer  can 
type  such  letters  during  her  slack 
periods  so  that  in  the  long  run  the 
cost  is  very  small,  little  more  than 
the  postage  itself. 


Metal  Trim 

{Continued  from  Page  43) 

Anodizing 

Part  of  the  .solution  was  already 
in  hand  with  the  regular  anodizing 
process  which  accomplished  much 
but  .still  left  '.something  to  be  de- 
.sired.  This  electrolytic  process  pre¬ 
vents  oxidation,  tarni.shing  and 
black  rub  off  and  is  widely  used. 
Anodizing,  however,  leaves  a  satin- 
finish.  We  wanted  to  go  a  .step 
further  and  achieve  a  brightly 
polished  finish  with  the  .same  char- 
acteri.stics.  We  wanted  to  .say  to 
the  buyer  and  the  u.ser  of  alumi¬ 
num  extru.sions  that  here  is  a  high 
luster  chrome-like  finish  that’s 
going  to  remain  that  way  come 
what  may.  It  would  be  like  telling 
the  hou.sewife  that  her  precious 
silverware  would  never  need  pol¬ 
ishing,  could  never  tarnish,  could 
be  washed  after  using  and  placed 
back  in  the  chest  and  would  .stay 
as  bright  and  gleaming  as  the  day 
she  received  it. 

VV’e  have  developed  a  new  finish 
under  the  trade-name  of  Trim-A- 
Luster  that  will  not  oxidize,  tar¬ 


nish  or  rub  off  black;  one  that  is 
completely  immune  to  the  elements 
and  will  not  spot.  VV'hat’s  most  im¬ 
portant  of  all :  this  newly  developed 
anodized  finish  is  bright  and  lus¬ 
trous  in  appearance  and  will  re¬ 
main  permanently  so  as  proved  by 
exhaustive  tests  over  a  long  period 
of  time. 

The  bright  anti  lustrous  surface 
of  the  new  finish  is  obtained  by 
polishing  the  extruded  sections  to 
a  very  high  lu.ster.  It  is  then  put 


through  an  electrolytic  i)nK!es8 
which  gives  the  surface  a  hard 
anodic  crtating,  then  through  a 
.sealing  proce.ss  which  prevents 
spotting. 

In  my  opinion  this  new  fini  h 
will  hel))  solve  the  old  problem  of 
"Black  Rub-Off”  which  has  been 
the  princii)al  drawback  of  ex¬ 
truded  aluminum  mouldings  and 
will  greatly  increase  the  attrac- 
tivenes.s  of  this  product  to  buyers, 
ap|)Iicators,  and  consumers. 
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Outside  “Hinged”  Style... 

Permanently  installed,  extruded  alu¬ 
minum  Storm  Sash  opens  and  closes 
with  windows  and  are  hinged  for  easy 
and  quick  cleaning.  Perfect  double 
glass  insulation  is  assured  with  refrig¬ 
erator  door-type  weatherstripping 
around  storm  sash  and  vent.  Reduced 
condensation  eliminates  unnecessary 
painting  and  repairs.  Fits  both  Old 
and  New  Style  Casement  windows. 
All  hardware  is  solid  brass  and  plated. 

AVAILABLE  . .  .  extruded  aluminum 
Combination  Basement  Storm  Sash! 


Inside  “Ventilator”  Style... 

Safely  and  easily  put  up  or  taken 
down  from  inside  room,  extruded  alu¬ 
minum  Storm  Sash  reduces  condensa¬ 
tion  to  minimum,  provides  draft-free 
ventilation.  Window  swing  sections 
can  be  opened  and  closed  with  storm 
sash  or  screen  in  place.  Easily  in¬ 
stalled  without  removing  locking 
handles  or  window  operators.  Both 
storm  sash  and  ventilator  are  sealed 
ell  around  with  rubber  gasket.  Will 
not  interfere  with  curtains  or  drapes. 

Plestic  sealed  glass  easily  replaced. 

OEALERS:  Write,  Wire  or  Telephone  for 
Samples,  Literature  and  Price  Lists  .  .  . 


SINCE 

1920 


METAL  WINDOW  PRODUCTS  CO. 


T«l*phone  TOwnsend  8-4585 

315  Miilaii  An.  •  Ditreit  3,  MielifaR 


t 

3 

t 

\ 

U*IIME 

UUMINUM 


K.  D.  DEALERS  WANTED 


ALL-TIME  3  TRACK  3  CHANNEL  ALL-EXTRUDED 
COMBINATION  ALUMINUM  WINDOW. 

A  really  trouble-free  triple  track  window.  Easiest  possible  assembly 
and  installation.  Will  outsell  any  competition  on  demonstration. 

All-Tim.  MI9.  Co. .  CoiWio.  Deohn 

Branch  tn  Canada 

293  Pork  Street  All-Time  Mfg.  Co.  (OnUrio)  Ltd. 

New  Britain,  Conn.  ^  Richmond  Street  West 

OsHawa,  Ontario.  Canada 


Venetian  Blinds 

{Continued  from  Page  48) 

nel.  Thi.s  roll  forminjf  operation  Ls 
a  really  difficult  one.  A  bottom  bar 
mu.st  not  only  have  sufficient 
weight  to  lower  the  Venetian,  it 
must  be  rigid  enough  to  prevent 
.sagging.  To  overcome  this  ob.stacle, 
a  cold  roll-formed  bar  was  devi.sed 
with  two  center  ridges.  The.se  two 
center  ridges  add  40  percent  more 
weight  and  the  neces.sary  .stiffness. 
Cut  to  proper  length  at  the  same 
time  and  on  the  same  machine  with 
the  head  channel,  the  bottom  rail 
is  fini.<hed  off  by  attaching  the  tape 
to  the  clip  and  sliding  a  slat  into 
the  bottom  bar  to  provide  the  top 
member.  Another  type  clip,  known 
as  the  snap-in,  goes  on  top  of  the 
slat.  However,  the  .selling  features 
of  the  metal  bottom  rail  cannot  be 
over-emphasized. 


Bottom  Bore 

To  start  with,  it  is  a  vast  im¬ 
provement  over  the  old  fashioned 
w’ood  rail  in  appearance.  It  is 
pla.stic  coated,  a  feature  that  makes 
it  easily  cleaned.  The  bottom  bar 
pre.sents  one  slender  uninterrupted 
surface:  no  bunched  tai)e,  no 
staples  or  protruding  clips  or  at¬ 
tachments  to  scratch  or  mar  a  win¬ 
dow  sill.  The  ends  are  finished  off 
with  pla.stic  end  cap.s  to  present  a 
most  pleasing  overall  appearance. 


Improved  Slats 

Slats  also  have  made  great 
.strides  forward,  both  in  aluminum 
and  .steel.  Both  have  their  own  par¬ 
ticular  advantages.  The  better 
quality  slat  is  well  finished,  flexible 
and  beautiful.  There  is  al.so  a  plas¬ 
tic  slat  on  the  market,  a  pla.stic 
ladder  tape  and  a  pla.stic  cord.  All 
are  good  .selling  features  and 
backed  by  national  advertising. 

Then  there  are  the  acces.sory 
features,  very  popular  through  the 
south  and  southwest  and  opening 
many  .sale.s  and  better  profits  to  all 
who  sell  cu.stom  Venetians. 
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Sway  stop  brackets  are  h(X)k-like  j 
fastenings  that  can  be  attached  to  I 
the  sill  or  jamb.  When  the  Vene-  ' 
tian  is  down,  one  simply  slides  the  i 
end  pins  on  the  bottom  rail  under 
the  sway  stop,  or  hold-down 
bracket.  It  is  a  means  of  prevent¬ 
ing  Venetians  from  swaying  under 
windy  conditions  when  the  win¬ 
dows  are  raised. 


Side  Guide  Channels 

Side  guide  channel  is  the  deluxe 
method  for  holding  Venetians  in  : 
perfect  position.  A  strip  of  channel 
is  fastened  to  the  jambs  of  the 
window'.  Clips,  which  come  in  var¬ 
ious  styles,  are  attached  to  the 
slats  and  slide  up  and  down  inside 
the  channel,  giving  a  perfectly 
positioned  Venetian  at  all  times 
regardle.ss  of  wind. 

Color  is  another  gocxl  sales  fea¬ 
ture.  Today’s  Venetian  can  be 
made  in  twenty-one  different  colors 
plus  grained  designs  in  head  chan¬ 
nel,  bottom  rail  and  slats.  One  of 
the  late.st  developments  is  the  wood 
grain  and  mother-of-|iearl  designs 
now  offered  complete  with  metal 
head  and  bottom  bar  to  match.  I 
These  striking  wood  grains  come 
in  light,  dark,  lime  and  a  knotty 
pine.  They  are  a  top  merchandis¬ 
ing  item  for  dens,  playrooms,  or 
for  beauty  salons  and  high  cla.ss 
restaurants.  The  mother-of-pearl, 
obtainable  in  coral,  ivory,  black  or 
green  is  a  perfect  Venetian  for  the 
bathroom.  In  many  cases,  the 
mother-of-|)earl  is  a  perfect  match 
for  other  bathroom  accessories. 
The  line  is  completed  with  a  kit¬ 
chen  design  in  red,  a  special  Vene¬ 
tian  for  a  special  purpo.se. 

I 

Installation  Problems 


However,  the  smart  salesman 
not  only  knows  these  features,  he 
knows  his  in.stallation  problems 
and  how  to  .solve  them.  This  in  it¬ 
self  can  consume  many  pages  and 
will  be  re.served  for  a  following 
article,  w'hich  will  cover  the  sub¬ 
ject  in  detail. 

(Contitiued  on  Page  68) 


Arl^EK 


Cheek  these  adventeges... 
I^RITE...«^IRE...or 
PHONE  us  today 

Year  'round  self-storing  tonveniente. 

Screen  or  storm  sash  raises  or  lowers  to  any 
level  instantly  with  hnger  pressure.  No 
levers,  latches,  catches,  ratchets  or  other 
operating  hardware. 

Rugged  frame  lip  fits  almost  all  double-hung 
primary  windows  with  no  special  installa¬ 
tion  work. 

All  sash  inserts  changed  from  inside  in  20 
seconds  or  less.  A.child  can  do  it. 


Quick,  easy  opening  at  any  time;  for  mop 
dusting,  sill  cleaning  or  other  access. 
Positive  interlink  at  meeting  rail. 


Rigid  permanent  extruded  aluminum  —  no 
maintenance  or  painting.  No  links  or 
gadgets  to  get  out  of  order  —  service-free  f 
No  fitting  problems  on  out-of-true  windows. 


Easiest  possible  installation  —  ideal  for  low 
cost  profit-boosting  "install  it  yourself"  sales 
direct  to  home-owners. 


Lowest  Kninked  -  Down  prices  fi>r  all- 
weather  aluminum  screen  and  storm  sash  of 
comparable  quality. 


Quick,  easy  re-glaaing  or  re-screening. 


A  tried  and  proved  window  in  every  detail. 


DEALERS  .  .  .  K.  0.  OPERATORS  ^Ofl’RK  IN  III I.SI N K.SS,  with  tniixitiiuin 

piolii  jHiti'iitial  anil  mitiitnum  iinestmrnt  when  yon  handle  the  AIRKN 
lomhinaliiin  wieen  and  stoiin  window,  f.hoiic  leiiiloiies  acadahle  on  a 
li.iiiihise  hasis. 


cjjn  REX  Windows  Inc. 

487  BONHAM  AVI.,  COLUMBUS  J,  OHIO  |||| 


hef/f 


^^ALUMA- GRILLE 


oc/r 


gfO/fmOoon 


\  - 


pOOK 


PhoiM,  wir*  or  writm  today  Larg*  luninoui  initial,  9'/4xS'/a 

.  .  for  fullott  portkular$  inchttf  pn  htavy  pluninum. 

AliiBiP'Crillp  mPcU  from 

haavy  ■/."  rxWucM  alu-  ALUMINUM  SPECIALTIES  COMPANY 

•inum.  All  grill.,  hav,  11)  Muket  StKot  YoungHowni,  Ohio 

Wight  Mtin>hfii*h. 

PHONE  3.2497  —  -  ■ 
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Aluminum  2  Pc. 

Basement  Combination 

Screen  Oi 
Storm  Sash 
3134x13*/8'' 

in  cartons  of  6  each 

☆ 


Wood  2  Pc.  Basement 
Combination  Screen 


&  Storm 
Sash 
33x  15" 

Ponderosa  Pine 
Bronze  Wire 


$210 

each 

on  orders 
of  50 


☆ 


All  prices  F.  0.  B.  Detroit 
Shipped  C.  0.  D.  Freight  collect. 

GEORGE  W.  TRAPP  (0. 

26015  Glendole 
Detroit  23  Michigan 

Phone:  Kenword  1-7180-1-2 


MANUFACTURERS 
and 

DISTRIBUTORS 

of 

COMBINATION  WINDOWS 
and  DOORS 

We  hove  been  supplying  special 
hardware  for  all  types  of  combina¬ 
tion  windows  and  doors  for  many 
years  and  know  their  problems. 


A. 


If  you  are  converting  to  wood 
windows  we  con  E>e  of  particular 
service  to  you,  or 

if  you  hove  any  engineering 
problems  on  metal  or  wood  combi¬ 
nation  windows  and  doors  and 
their  small  ports,  coll  on  us— NOW! 

G.  Grant  Metal 
Mfg.  Co. 

75  E.  2Bd  St. 

Mineola.  L.  I.,  N.  Y. 
fkone  —  Carden  City  3-3580 


Neat,  Competent  Awning 
Installations  Needed 

The  jfreat  majority  of  aluminum 
awninjf  sale.s  require  installation 
and  here  we  have  a  re.sponsibility 
for  doinpf  a  good,  courteous  job. 
Make  as  neat  and  as  competent 
an  installation  as  you  would  want 
done  if  it  were  your  own  home. 
Among  other  things,  use  the  cor¬ 
rect  hanging  fixtures  and  acces- 
.sories  and  don’t  trample  up  the 
ro.se  garden. 

Lastly,  don’t  overlook  the  impor¬ 
tance  of  continuous,  follow-up  ser¬ 
vice.  All  customers  are  proud  of 
improvements  to  their  home;  teach 
them  and  helj)  them  to  continue  to 
be  proud  of  their  new  aluminum 
awnings. 

In  my  judgment,  the  four  ele¬ 
ments  of  Pnaluct,  Price,  Installa¬ 
tion,  and  Service  are  the  responsi¬ 
bilities,  which  properly  attended 
to  by  all  members  of  this  new,  ex¬ 
citing  aluminum  awning  industry, 
will  mean  intelligent  growth  and 
mutual  jirofit  in  the  future. 

Jitck  Ort  lnini  III  thi'  OH 


Venetian  Blinds 

(Continued  from  Page  67) 

Ju.st  to  give  the  reader  an  idea 
of  the  many  installation  problems 
that  can  be  solved  when  the  manu¬ 
facturer  is  set  up  with  proper  ma¬ 
chinery — supposing  you  had  to  in- 
.stall  a  Venetian  around  an  air  con¬ 
ditioner.  It  can  be  done.  Or  suiipose 
you  wanted  a  cord  lock  and  tilter 
both  on  the  right  side;  or,  in  fact, 
in  any  position  but  the  usual.  That 
also  can  be  done.  How  these  tricky 
installation  problems  can  be  over¬ 
come  will  be  di.scu.s.sed  in  the  next 
article. 


Read  Robert  Larkin's 
article  on  the  latest 
improvements  in 
Venetian  Blinds 
in  the 
September 
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NEW! 


Zlm04ii 

MITRED 

2-PANEL 

DOOR 

•  Heavy  H-Beam  Construction 
Gussets 

•  Hollow  Mullions 

•  Beautiful  Ribbed  Face 
t  Smooth  Interior 

•  Three  stainless  half-con¬ 
cealed  hinges  riveted  to  Z-Bar. 

•  8  Points  of  Attachments  make 
it  Sag-proof 


Iffiquir*  for  our  new 

LOW.  LOW  PRICES 

Writ,  for  information  on  our  K. 
Plan  or  Diitributorohip.. 


ELMONT 


MFG. 

CO. 


57S  Hempstead  Turnpike 
Elmont,  N.  Y. 

Floral  Park  4  3620 


Dusfite 

GASKET 


For  MBetai 
Casement 
Windows 


Th«  Dweht*  gosket  te  dwngned  with  on  eitrudcd  plg»t>c  swol 
•"9  lip.  ♦©  k««p  mctol  wtetdows  OUST  TIGHT,  STORM 

TIGHT.  DRAFT  TIGHT,  RAIN  TIGHT,  and  WIND  TIGHT.  Eoiy 
fo  •fltfoH 

In  Summer  OUSTITE  seols  outside  hcot  from  oir 
conditioned  homes. 


Excellent  for  use  in  control  of  condensotion 
where  storm  windows  ore  used  A  smoll  ad  in 
your  locol  paper  will  outomoticolly  bring  pros¬ 
pects  for  storm  windows  into  your  soles  room 
without  convossing  Dustite  Gosket  is  a  rcol 
troffic  builder  and  prospect  finder  tor  storm 
windows  ond  oil  home  improvement  items.  Sold 
under  ten-day  money  bock  guorontce. 


DUSTITE 

PRODUCTS  COMPANY 

t  CANmeimv  m.  •  oavton  t.  ohio 


DEALERS  WANTED 

WRITE  FOR  FULL  DETAILS 
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(Continued  from  Page  53) 

of  purchase  displays  informing  cus¬ 
tomers  that  the  store  is  a  direct 
factory  representative  of  Lincoln 
products.  All  leads  coming  in  from 
this  .source  are  handled  by  Lin¬ 
coln’s  own  retail  .salesmen,  how¬ 
ever,  the  dealer  is  ^iven  a  commi.s- 
sion  on  each  sale  completed. 

Special  Campaign 

From  time  to  time  the  company 
conducts  a  special  advertising  cam¬ 
paign.  In  one  of  these  campaijjns 
a  free  consumer  service  was  of¬ 
fered  in  the  form  of  a  booklet  on 
what  to  consider  when  purchasing 
aluminum  combination  windows 
and  doors  and  the  comparative 
advantages  of  the  different  types 
of  storm  windows  and  doors  for 
the  hou.se.  This  little  booklet  was 
very  much  appreciated  by  pros- 
{H*cts  and  was  very  productive  of 
leads  that  lead  to  completed  .sales. 

In  addition  to  table  pads,  radia¬ 
tor  enclosures,  and  metal  awninps, 

Lincoln  is  a  larjre  .scale  a.s.sembler 
of  Stoaco  aluminum  combination 
windows  and  doors.  Production  ami 
assembly  at  the  plant  have  been 
worked  down  to  a  science  and 
waste  and  lost  motion  have  been 
cut  down  to  a  minimum.  During 
1951  production  was  .stepped  up 
100' f  and  if  there  are  no  supply 
difficulties  it  is  expected  that  this 
figure  will  repeat  itself  in  1952. 


Metropolitan  Area 


Lincoln  Venetian  Blind  Products 
Corp.  covers  the  entire  New  York 
metropolitan  area  including  all  of 
Long  Island,  part  of  Westchester 
and  northern  New  Jer.sey  as  far 
.south  as  Asbury  Park.  The  com¬ 
pany  maintains  its  own  .sales  force 
in  Na.ssau  County  where  it  .sells 
directly  to  the  consumer.  The  rest 
of  the  area  mentioned  above  is 
covered  by  di.stributors  who  .sell 
to  the  home  owner  and  are  sup¬ 
plied  by  Lincoln. 


ZJrip~c^ex 

Weather-Seal  All-Extruded 
Aluminum  Combination 
Storm  Windows  and  Doors 

•  Competitively  Priced! 

•  Excellent  Quality! 

•  Completely  Interlocked! 

•  Positive  Cam  Catch! 

•  No  Springs  to  Rust  or  Lose  Tension! 

•  Mitred  Frames! 

•  Completely  Extruded! 

•  Superbly  Engineered! 

EXCIUSIVE  TERRITORIES  AVAIUBIE  TO  DEALERS 


PROMPT  DELIVERY  AT  ALL  TIMES  IS  ASSURED. 
K.  D.  OR  COMPLETELY  ASSEMBLED 


Write  or  Call  .  .  . 

Urip-J^ex 

1610  RALPH  AVENUE  •  BROOKLYN  36,  N.  Y.  •  CL  3-7525 


— 

m 

JL 

I 

n  DISTRIBUTORS 

DEALERS 

Sell  the  new  Pilgrim  2-Lite  Interchangeable  Storm 
-  Door.  Comet  to  you  complete  or  knocked  down  with 
oil  hardware  included.  Mode  from  heavy  63-ST-S 
extruded  aluminum.  Mode  by  "PILGRIM"  .  .  .  with 
over  0  dozen  yeort  of  experience  and  "know-how" 
in  aluminum. 

Mtotte,  wire  or  write 

1  F.  A.  PILGRIM  COMPANY  p. 

1612  Poland  Avenue  _  oiOT 

ITB®’  Youngotown,  Ohio  1 2/ 
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Notional  Metal 


SlHCt  WO* 


Our  broad  metal 
forming  ^xperi- 
enc6  covers  sfiapes 
that  can  be  fabri¬ 
cate^  by  Cold  Roll¬ 
ing  steel,  brohze, 
alu.mihum,  stdih.^ 
less  steel. 


Notipnal  Metal 

PRODUCTS  CO. 

i’0  5  5  CHATEAU  5^T.. 
PITTSBURGH  33,  PA. 


Alafiv#ocfifr«rs  o# 

*  ZbK  wid  W»  atti#  rtf H  pptnf 

*  itwiipiiHt  •  M«t«l  Fr«m«  Scr««fi» 

*  $|Mciirf  Mmddbtft  •  Brwit* 

•M  AHimiiiym  Thr»th»Mt  •  Alymtimm 
AwnlM^t  •  Wtudyw  Oyrd  Uidti  f«r 
RtoMl*  m»cMw  •  Zimt  RryRyctt 

•  ClyMii*t  Hvt  Wlmdmm  Unlit 
*  InUwttrial  Rnlliiilnn. 


How  To  Paint  JUuminum 


(iUESTION:  We’ve  had  some 
trouble  with  paint  peelinj?  from 
aluminum.  How  can  we  make  it 
stick?  What  kind  of  paint  should 
be  used?  Is  there  a  type  of  paint 
that  can  be  applied  directly  to  new 
aluminum  surfaces? 

ANSWER:  The  following  is  the 
procedure  recommended  by  a  lead¬ 
ing  aluminum  producer; 

First,  the  surface  must  be  per¬ 
fectly  cleaned  mechanically  and 
chemically  so  that  the  paint  can  get 
a  chance  to  adhere  to  the  metal. 

Second,  the  surface  of  the  alumi¬ 
num  can  be  treated  to  make  it 
easier  for  the  paint  film  to  adhere. 
In  other  words,  it  is  etched  slightly 
to  enable  the  paint  to  get  a  grip 
on  the  metal. 

Third,  primer  can  be  selected  for 
its  adhering  qualities.  Some  paints 
stick  to  aluminum  better  than 
others. 

To  clean,  first  wa.sh  the  surfaces 
to  remove  dust  and  dirt.  Then  use 
a  manufactured  degreasing  com¬ 
pound  to  remove  grease,  finger 


marks,  oil,  etc.  If  these  prepared 
mixtures  are  not  available,  use 
naphtha.  Apply  liberally,  wipe  off, 
and  repeat  if  necessary. 

For  surface  treatment  and  the 
best  paint  job,  phosphatize  the 
aluminum  surfaces  by  application 
of  a  phosphoric  acid  solution  espe¬ 
cially  designed  for  that  purpose. 
Application  is  ordinarily  accom¬ 
plished  by  brushing  or  wiping  on 
with  a  paint  brush,  cloth  or  sponge. 
The  solution  is  left  on  for  a  period 
.specified  by  the  manufacturer. 
Then  it  must  be  rinsed  off  immedi¬ 
ately  with  clear  water  and  the  sur¬ 
face  wiped  dry  with  a  clean  cloth. 

Pho.sphoric  acid  .solutions  de¬ 
signed  for  u.se  in  preparing  alumi¬ 
num  surfaces  for  painting  can  be 
purcha.sed  in  quantities  as  small  as 
one  gallon  or  one  quart,  usually 
from  local  paint  supply  houses  or 
retail  paint  stores.  If  none  of  the.se 
are  available,  buy  from  your  local 
druggi.st  and  mix  the  following  .so¬ 
lution:  40  percent  by  volume  butyl 
alcohol,  30  percent  isopropyl  alco- 


Redwood  Storm  Windows  Enhance 
Appearance  of  Modern  Home 


Th«  contrast  between  the  deep  raddiih  color  of  redwood  storm  windows  and  doors 
and  the  white  background  of  asbestos  or  painted  clapboards  often  adds  a  decora¬ 
tive  note  to  any  home  on  which  these  windows  and  doors  have  been  installed. 
Wood  combinations  also  hove  excellent  natural  insulation  which  is  a  good  sales 
point.  The  windows  and  door  on  the  house  were  mode  by  Feather-Lite  Mfg.  Co. 
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hoi,  20  percent  water,  10  percent 
of  85  percent  phosphoric  acid. 
Rinse  off  with  water  as  soon  as 
etching  becomes  visible. 

The  aluminum  should  be  primed 
immediately  after  surface  prepara¬ 
tion.  One  of  the  most  effective 
primers  for  aluminum  is  zinc  chro¬ 
mate.  However,  its  bright  yellow 
color  is  difficult  to  hide  with  a  sin¬ 
gle  finish  coat,  so  a  light  coloreil 
primer  may  be  preferred  for  2-coat 
systems.  Where  3  coats  (primer 
and  two  finish  coats)  are  to  be 
applied,  the  zinc  chromate  is 
highly  recommended. 

The  first  coat  on  the  aluminum 
surface  should  always  be  metal 
primer,  not  a  wood  primer  or  gen¬ 
eral  paint.  Preferably  it  should  be 
one  specifically  recommended  for 
aluminum. 

Any  standard  finish  may  be 
used  over  the  primer  and  good  re¬ 
sults  can  be  a.ssured  provided  at¬ 
tention  has  been  given  the  factors 
detailed  above. 


On  the  House 

{Continued  from  Page  37) 

a  precedent  for  similar  actions  in 
other  parts  of  he  country. 

*  * 

Despite  the  generally  g(M)d  busi¬ 
ness  conditions,  a  few  lines  have 
been  hard  hit  by  a  sharp  drop  in 
retail  store  floor  traffic.  This  is 
particularly  true  of  the  appliance 
and  housewares  field.  Disturbed  by 
this  trend,  manufacturers  of  these 
products  have  been  urging  their 
dealers  to  copy  building  specialty 
men  and  get  out  and  ring  door  hells 
in  the  pursuit  of  business. 

In  Iowa,  Amana  Refrigeration, 
Inc.,  of  Amana,  has  employed  spe¬ 
cialty  door  to  door  selling  by  its 
dealers  of  home  freezers  to  Ixxist 
its  sales  during  the  past  year.  The 
company  has  been  .so  successful 
that  it  has  been  unable  to  catch  up 
with  the  demand  for  freezers.  As 
(Jeorge  C.  Foerstner,  vice  president 
of  Amana,  puts  it,  “I  would  rather 

(Continued  on  Page  72) 


NEW 

ALUMINUM-COMBINATION 

DOOR 


“Z ’’  BAR 

FINEST  ENGINEERED 
^Extruded  hollow 
Mullions  &  Side  Rails 
*Heavy  H-Beam 
Construction  Gussets 
^Beautiful  lined  front 
Smooth  interior 
^Sag  proof 

8  point  reinforcement 


EXPANDER  TYPE 

BEST  QUALITY  IN  TRADE 
^Stainless  steel 
Hinges 

^Aluminum  screen 
Wire 

*Top  quality 
latch  &  check 
*Competitively 
priced 


WRITE  FOR  INFORMATION  ON 
OUR  K.  D.  PLAN  OR  DISTRIBUTORSHIP 

NEW-LOW-PRICED 

LIP-TYPE 

ALUMINUM  COMBINATION  STORM  WINDOW 

WITH  BOTTOM  EXPANDER 
EXCLUSIVE  DEALERSHIPS  OPEN 


STEWART  WINDOW  CO. 


CLEARFIELD  &  RUTH  STS. 
PHILA.  34,  PA. 


PHONE 
GA  6-0616 


The  NEW 

QUINCY  Tripl- Glide 

Three-Track  Aluminum  Combination  Window  is 
now  being  market  tested  in  ten  eastern  cities. 

Watch  for  full  details  in  an  early  issue  of  BUILDING  SPECIALTIES. 

HESS  MANUFACTURING  COMPANY 

Quincy,  Pennsylvania 
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DOUBLE'MDQED 

si  RUNQ^f 


withstand  4,600  inch 
toniuetest 

This  exclusive  werner  fea¬ 
ture  provides  ever-straight, 
never-twist  side  rails.  For 

you,  this  means  a  stronger, 

safer,  longer-lasting,  light¬ 
weight  ALUMILAODER. 

ALUMILADDER  Extensions 
give  you  lightweight  alumi¬ 

num  plus  WERNER’S  save- 
weight,  "fire-ladder”  con¬ 
struction  to  conserve  physi¬ 
cal  energy. 

Extensions  available  with 
flared  or  straight  bottoms. 

Write  Department  for 
complete,  up-to-date  ALUMl- 
LAODER  catalog— Extensions, 
Singles,  Steps. 


•«  all  W«ni«r  I 

ThU  lod<i«r  it  gworont*«d  by 
tK«  monufoctwr*r  he  meet  the 
reqwirementt  of  the  tofety 
<e^  covering  moteriot.  con- 
ttrwcfien.  end  detign  et 
odopted  the  Metol  lodder 
Monwfoctwrert  Attociotipn. 
AiUAAIlAOOfff  fxOentiont  ex¬ 
ceed  tpeci^ied  MIMA  safety 
fecfert. 


MaartKVm-CMkMwhMiEitrasiiataWnil'IifaitPrMhRtt  *V 

I*  f  rdf'll 


^^^TUERtlER^ 

a  u  LJ  m.  I  rx  LJ  m. 


THIS  FALL 


you  wi  see 


Bondstone 


K.v  y  ^  I’-'t  on 


rrvv-  ji"  «• 


•  •  •  Nationally  Advertised 

in  Consumer  Magazines! 


Exclusive  territories  open  for  qualified  Dealers! 


BONDSTONE  m 

K».u»r..o«  ^ 

nco  Cement  Products,  Inc. 
Shomokin,  Pa. 


On  the  House 

{Continued  from  Page  71) 

have  a  ix)or  .sale.sman  calling  on 
homes,  than  a  good  .salesman  in  the 
store  with  nobody  to  talk  to.” 

Building  specialty  dealers  long 
ago  learned  the  importance  of  dtsir 
to  door  selling  and  it  is  interesting 
that  retail  store  dealers  are  finally 
turning  to  this  sales  method.  The 
fact  is  that  more  and  more  busi¬ 
nesses  are  turning  to  this  very 
hard  but  still  very  lucrative  form 
of  selling.  Yes,  cold  canvassing  is 
tough  but  it  brings  in  the  money 
and  that  is  why  the  building  spe¬ 
cialty  dealer  has  managed  to  re¬ 
main  prosperous  while  so  many 
other  lines  of  business  have  been 
experiencing  hard  times. 

Corrugated  Sheeting 

(Continued  from  Page  50) 

yet  light  .sheet  which  will  with- 
.stand  year.s  of  expo.sure  in  any 
climate  without  any  .significant 
change.s  in  appearance. 

Unaffected  by  heat,  cold,  mild 
acid.s,  humidity,  and  the  .sun’.s  rays, 
it  i.s  impervious  to  rot  or  mildew, 
will  not  .sag,  warp,  or  buckle  and 
i.s  completely  waterpr(K)f.  While 
not  fireproof  it  is  fire  resi.stant. 
Approximately  850°  F.  is  required 
to  start  combu.stion  and  the  burn¬ 
ing  rate  is  very  slow  and  only  on 
the  expo.sed  side. 

Translucent  Material 

It  i.s  tran.slucent,  that  i.s,  it  will 
transmit  light  but  you  cannot  look 
through  it.  It  transmits  al>out  15' ( 
of  the  light  that  would  come 
through  ordinary  glass.  On  the 
other  hand  it  conducts  about  40'/ 
less  heat  than  window  gla.ss  and 
therefore  has  considerably  more 
insulating  value.  It  also  has  the 
very  imjK)rtant  advantage  of  being 
shatterproof,  a  safety  factor  that 
will  weigh  heavily  with  many  cus¬ 
tomers  in  the  home  improvement 
field. 
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THE  HOWELL  MANIFAETIRING  CO. 

7201  HASBROOK  AVENUE,  PHILA.  11,  PENNA. 


Another  important  advantage  of 
this  material  both  from  the  home 
owner’s  and  the  dealer’s  point  of 
view  is  that  no  upkeep  is  required  * 
after  installation — no  painting,  no 
varnishing,  repairs,  etc.  Since  the 
American  housewife  is  so  color 
conscious,  dealers  will  find  the  wide 
variety  of  brilliant  colors  and  pas¬ 
tel  shades  provided  by  manufac¬ 
turers  a  distinct  aid  to  sales. 

Easy  Installation 

Installation  presents  no  prob¬ 
lems  since  it  is  light  in  weight,  easy 
to  handle,  and  very  workable.  It 
can  be  nailed  in  the  ordinary  man¬ 
ner  although  it  is  best  to  drill 
holes  before  nailing,  screwing  or 
bolting.  Cutting  with  hand  tools 
is  easily  accomplished  if  a  hack 
saw  or  metal  cutting  saw  with  fine 
teeth  and  no  set  to  the  teeth  is 
used.  If  power  tools  are  used  an 
abrasive  wheel  or  a  steel  cutting 
metal  blade  mounted  in  a  portable 
or  table  saw  is  recommended  by 
most  manufacturers. 

While  sizes  and  weights  vary 
according  to  the  manufacturer, 
sheets  (l>oth  corrugated  and  flat) 
are  available  from  3  feet  to  13 
feet  in  length  and  from  24  inches 
to  42  inches.  Manufacturers  also 
provide  a  considerable  number  of 
acces.sories  that  simplify  and  im¬ 
prove  the  appearance  of  in.stalla- 
tions. 

Mouldings  Available 

Corrugated  wood  and  rubber 
stops  are  available  to  .seal  in  the 
ends  of  the  sheets.  For  patio  covers 
and  roofing  applications  there  are 
aluminum  nails  and  neoprene 
washers  attached  as  well  as  metal 
roof  ridges  for  peaked  roofs.  There 
are  also  a  variety  of  corrugated 
aluminum  moldings  for  water¬ 
tight  installations  and  metal  clo¬ 
sure  strip  moldings  which  caji 
be  used  in  coniuH’tion  with  wood 
or  metal  framing  for  interior  par¬ 
titions.  In  addition,  mo.st  manufac. 
turers  provide  clear  ma.stic  .sealers 
to  .seal  the  laps  between  sheets 
when  u.sed  for  patio  covers,  roofing 
or  other  outdoor  use. 


Letterheads 

(Continued  from  Page  46) 

that  the  company  has  been  in  op¬ 
eration  for  many  years  or  was  one 
of  the  first  of  its  kind  to  be  estal)- 
lished. 

The  names  of  all  of  the  otticers, 
dir(*ctors  or  members  of  a  firm 
should  not  be  li.sted  on  the  letter¬ 
head  since  this  serves  no  essential 
pur|)ose  and  clutters  up  the  appear¬ 
ance  with  too  many  details.  The 


name  of  the  signing  executive  can 
be  included,  however,  in  small  type 
in  the  upper  left-hand  corner. 

Second,  the  letterhead  mu.st  pre- 
.sent  a  general  design,  that  is,  ar¬ 
tistic  and  attractive  to  the  eye.  Its 
component  parts  should  be  ar¬ 
ranged  around  a  central  focal  point 
that  can  be  taken  in  at  a  glance. 
This  grou[)ing  of  copy  is  a  definite 
aid  to  readability. 

There  is  no  room  for  overload- 
{('ontinned  on  Pa<fe  74) 


^^11  I 

H  ow-ell'clop 


Howell-uor  Sectional  I'psweep  (iarage  I)<M>rM are distribiitecl 

exclusively  through  dealers,  and  are  available  in  *18  st<M'k  sixes  for 
residential,  cctmniercial  and  S4*rvice  station  installation,  (liistom. 
built  d«M>rs  of  unusual  design  or  size  are  a  s()ecialty. 

Our  Pedestrian  or  VI  icket  D<K»r8  are  now  full-length,  steel- 
hinged,  bolted  at  the  factorv .  Saves  7.5%  time  and  labor  on  the  job. 

The  universally  known  HOW-EI,l,-I )OH  Electric  ()|>«*rator8 
for  residential,  commercial  and  industrial  garage  chsirs  may  he 
obtained  with  remote  or  at-disir  control  stations.  A\ailable  for  ail 
sizes  aiul  makes  of  diM>rs.  I.atesi  residential  ofN-rator  retpiires  no 
extra  headroom. 


Cemmarclol  Door  with  MW 
Past  Doar 

An  incipentivt  qiMlity-tnaincered  door. 
Monir  itock  •ii«  .  .  to  IS*  wide 
and  7'  to  12'  high,  IH"  or  Ith" 
thick.  Completely  equipped  with  oc- 
ceteories 
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6i44iom  made  ta  i/044A  ifiecd^icaiianA, 

REXTRUDE 

SPLINE  &  GLAZING  CHANNELS 


$|tlln«  *  OlMing 
liM  many  y«ar«  •!  raMOitli 
riMK*  baliM  H«  mamptaMnnP.  TMt 
^ooiliy  anrf  kn«w>lM«p  imwPM  Ifca  to* 
imriarUy  of  icioon*.  mlWl^WW  onrf  com* 
MnoMont ...  H  it  notNioWy  waJt  on  a 
oMiom  kotif  to  moot  |M«fta»laf  tpoci- 
•coMont.  ^  forMiof  riolailt,  4otcrl|P- 
Mvo  information  an4  tamfiot  writo  to 
Oo^.  •>*. 

A 


■m  ‘Reg  U  S  Pdt  Off 

THE  REX  CORPORATION 


5 1  Landvdowne  Street 


Cambridge  39,  Mass.,  Phor^e  TRowbridge  6-1374 


r  NEW 

IcONSniUCTION 


rj/Ucie^ 

Yo*  cot  bailN  txtro  voUac  f/kST  with 
ShoOeCo'i  protitoMt  Imt  ol  thower 
Neon,  iHb  cKloRpret,  and  daylight 
ihewer  ttollt!  Finest  in  the  covntry, 
beoatitel  os  well  os  procticol,  these 
encloeeres  odd  Innvry  te  any  bothreem 
Yet  Hm  prices  ore  designed  ter  the 
“oyeroge"  bodget,  with  “obeve  the 
oyeroge**  preftts  tor  yoot 


Double  RollAWAy  Tub  Enclosures  instill  on  any 
wall  surface  without  screws  or  drilling!  Auto¬ 
matic  interlocking  parts  form  a  rigid  unit  that 
fits  any  site  opening.  Adjustable  jambs  on 
shower  doors  compensate  for  any  out-of¬ 
plumb  walls — insure  quick  and  easy  installa¬ 
tion. 

Write  today  for  detailed  information  on  this 
great  line. 


ofiwwt- Awt.  CwflMfRy 


or  AMcmcA 


9PS  P— cMf  SlTMl,  N.  I.' 


Letterheads 

{Continued  from  Page  73) 

ing  with  irrelevant  matter.  While 
all  essential  information  concern¬ 
ing'  the  company’s  location  and 
functions  should  be  shown,  it  must 
be  borne  in  mind  that  these  facts 
will  stand  out  more  clearly  if  they 
are  kept  down  as  briefly  as  possi¬ 
ble,  omitting  all  unnecessary  word¬ 
ing. 

Third,  the  letterhead  should 
carry  extra  color,  if  {fossible.  Even 
the  most  con.servative  companies 
employ  color  in  their  letterheads 
without  exceeding  the  bounds  of 
propriety.  The  widespread  tendency 
to  use  black  ink  on  white  paper 
only  tends  to  make  the  letterhead 
commonplace  and  even  monoto¬ 
nous. 

Dash  of  Color 

A  dash  of  color  will  do  much  to 
increa.se  the  attention  which  a 
good  letterhead  can  command.  Re¬ 
member,  however,  that  a  small 
spot  or  line  of  color  is  far  more 
effective  than  overdoing  it.  A  good 
rule-of-thumb  to  follow  is  that  not 
more  than  25' «  second  color  should 
be  used  in  any  one  design.  It  is 
al.so  possible  to  obtain  a  two-color 
effect  by  the  use  of  a  duo-tone 
treatment  for  single  colors  other 
than  black  on  white  paper. 

Colored  paper  instead  of  the  usu¬ 
al  white  lK)nd  has  .sometimes  been 
used  with  favorable  effects.  Some 
firms  follow  a  uniform  color  line 
in  all  of  their  printing,  .stationery 
and  office  forms  so  that  they  can 
easily  be  identified  by  the  shade 
they  .select. 


Appropriate  Illustration 

Fourth,  the  attractivene.ss  of  a 
letterhead  can  be  .sometimes  im¬ 
proved  by  an  approjiriate  firm  il¬ 
lustration.  This  may  include  the 
trade-marjs  prekdously  mentioned, 
a  die  cut,  profile  of  a  house  or  roof, 
or  any  other  effective  device  which 
bears  a  logical  relation.ship  to  the 
business. 
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Illustrations  can  be  worked  into 
the  letterhead  providing  they  are 
not  too  bulky  or  so  large  that  they 
detract  from  the  appearance  of  the 
copy  as  a  whole.  They  should  never 
over-glamorize  the  sheet  but  re¬ 
main  sulx)rdinate  and  merely  an 
accessory  of  it. 

Postage  Meter 

Another  method  of  making  the 
mailing  piece  attractive  is  to  u.se  a 
postage  meter  on  the  envelo{)e. 
This  facility  enables  the  placing 
of  a  special  message  at  little  extra 
expen.se  which  is  keyed  to  the  busi- 
ne.ss  functions  and  is  an  extra  at¬ 
tention-getter.  Such  a  .slogan  can 
al.so  often  be  tied  in  with  current 
civic  activities  such  as  the  Red 
Cross  or  Red  F^eather  campaigns 
and  helps  to  build  up  public  good¬ 
will  and  community  prestige. 

The  quality  of  paper  stock  to  be 
used  is  a  decision  left  solely  be¬ 
tween  company  and  printer.  There 
are  all  kinds  of  suitable  bond  stwk 
available  with  paper  of  a  high  qual¬ 
ity  always  recommended. 

Kngraved  letterheads  always  cre¬ 
ate  a  more  favorable  impression 
since  they  have  a  richness  and  a 
depth  of  color,  a  feel  of  quality  and 
substance  which  no  other  process 
can  match.  They  add  prestige  to 
every  message  and  for  that  reason 
are  preferred  by  most  leading  busi¬ 
ness  organizations. 

Es.sential  Copy 

After  the  letterhead  has  been 
planned,  it  can  be  summariziHl  for 
effectiveness  by  checking  off  the 
following  es.sential  points  before 
.sending  it  off  to  the  printer: 

Es.sential  Copy — does  it  tell  who 
you  are  and  what  you  are?  If  your 
name  is  not  descriptive  of  your 
agency,  add  a  line  that  i®.  IhH's  it 
tell  where  you  are  and  give  your 
telephone  number?  (Make  it  ea.sy 
for  a  prospect  to  write  or  phone 
you.) 

Selling  Copy — do  you  carry  your 
{Continued  on  Page  76) 


DEALERS: 

Here's  a  real  profit  opportunity  .  .  . 

''QUICK  SALE”  ITEM 

GENUINE  WEATHER-TITE 

COMBINATION  REDWOOD 
STORM  DOOR 

Comb.  Door  (2'6‘'  x  6'9'')  .  .  .^13*4S 
Comb.  Door  (2'8"  x  6’9")  .  .  .  ^13*95 
Comb.  Door  (3'  x  6'9")  ....  M4.95 


PRICES  APPLY  TO  100 
OR  MORE  UNITS 


F.  O  B 

CLEVELAND,  OHIO 


YOU  CAN  CONVINCE  YOUR  CUSTOMERS 

CHECK  THESE  FEATURES 

V  MORTISED  AND  TENONED  JOINTS 

V  OVERLAPPING  INSERTS 

V  GENUINE  BRONZE  SCREENING 

V  RAISED  REDWOOD  PANEL 

V  PRECISION  BUILT 

V  IMMEDIATE  DELIVERY 


WEAliltR-TlIt 

6305  EUCLID  AVENUE 

CLEVELAND  3  OHIO 
EXpr«ts  1-2816 


WHILE 
THEY  LAST 


DEALERSHIPS 

AVAILABLE 


COLONIAL  INSIDE  SHUTTERS 
Movable  Louvers  or  Solid  Panel  Type 

MOHAWK  VENETIAN  BLIND  MFC.  CO. 

207  Bridf*  Sr.,  Cambridfc,  Matt. 
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itar£n.  o5l?" 


HOME  FIRE 


FIRE-LITE  ALARM  SYSTEM 

Approved  For  F.H.A  Financing 


With  UL  Approved 
Rate  of-Rise  Detectors 


You  con  moke  big  profttt  without  o  lorge 
ifivestmcfit,  without  chonging  your  business  set> 
up  in  o  new  ond  vost  morket!  Every  home- 
owner,  (people  whom  you  hove  sold  before  ond 
new  prospects),  ore  possible  customers  for  FIRE- 
LITE  Home  Fire  Alorm  Systems.  There  is  o 
vost  morket  right  ot  every  deoler't  door 

Our  Powerful,  Tested  Sales  Plan 
Helps  You  Clinch  Many  Sales 

To  sell  the  fiomeowner  o  FIRE-LITE  Fire  Alorm 


requires  only  the  use  of  our  tested  soles  plon 
ond  o  simple  demonstrotion.  it  will  close  sole 
otter  sole  for  you! 

Write  Today  — We  Will  Show  You  Hew  To 
MAKE  OVER  135%  Profit! 

We  hove  bonofide  soles  records  of  octuol  eorn- 
ings  of  mony  deolers  to  prove  thot  you,  too, 
con  moke  over  U5%  profit  on  eoch  sole!  A 
FIRE-LITE  System  costs  very  litHe  to  instoll 
ond  the  entire  unit  is  low  priced.  You  con 
sell  on  instolled  unit  ot  o  price  homeowners 
will  poy  ond  still  moke  o  big  profit.  Some 
soles  terntories  ore  closed.  There  ore  mony 
more  soles  orcos  still  ovoiloble  WRITE  TODAY 
for  AN  EXCLUSIVE  DEALERSHIP! 


FIRE-LITE  ALARMS 


DEPT.  B  -  168  SHELTON  AVE. 
NEW  HAVEN,  CONN. 


NEW  IDEAL  LATCH 


The  Ixiauty  of  this  latch  is  in  its  design  and 
ease  of  installation  . . .  requires  no  mortising. 
It  closes  silently  and  locks  with  a  convenient 
slide  bolt.  Beveled  esc’utcheon  plates.  Abso¬ 
lutely  guaranterxl  against  breakage.  Latch 
available  in  stainless  steel. 


For  the  finest 


^  ^  il  Storm  and  Screen  Door  Hardware 


STAINLESS  STEEL  HINGES 

3'x2*4'' hinges  for  full  surface,  half  surface 
or  full  mortises  use.  Button  tip,  loose  pin  type. 

STORM  DOOR  CHAIN 

Relieve  sudden  wind  strain  on  door  and 
hinges.  Single  or  double  safety  spring.  Stain¬ 
less  steel  attaching  brackets  are  available. 


COMPLETE  INFORMATION  PROAWTLY  SENT 

Supplylfte  me«f  Amarica't  aluminwin  deer  menu- 
focfwrwrt.  Al«w  manufocfwrurt  of  storm  sash  ond 
scroon  hordworo. 


BRASS  WORKS*INCe 

aso  lAST  STH  STRIET  a  ST.  PAUL  I,  MINM 


WUl  Sellinq 
Become  Extoct? 

By  Bob  Robbins 

Usually  gloomy  newsletter-writ¬ 
ers  to  the  contrary,  1952’s  business 
activity  seems  to  be  holding  at  a 
level  comparable  to,  and  perhaps 
.safer  than,  the  1951  high.  Con¬ 
struction  is  proceeding  at  a  mil- 
lion-a-year  clip,  big  ’51  inventories 
are  pretty  well  cleaned  up,  and 
I)rice  control  difficulties  are  gradu¬ 
ally  curing  them.selves.  We  can 
almo.st  convince  ourselves  that  we 
never  had  it  .so  gocxl. 

And  though  future  pro.spect.s,  in 
spite  of  international  tension,  kwk 
e.xtremely  good  from  where  I  sit, 
I  am  concerned  with  .selling.  Amer¬ 
ica  owes  its  iKisition  at  the  top  of 
the  nations  to  its  .sales  ability. 
Since  the  Pilgrims  swappt*d  beads 
for  corn  with  the  Indians,  we've 
been  selling  gowls,  services  and  be¬ 
liefs  to  each  other  and  to  our  neigh¬ 
bors.  If  we  allow  our  talent  for 
selling  to  deteriorate,  w’e  destroy 
one  of  the  fundamentals  that  made 
this  country  great. 

We  cannot  and  must  not  let  an 
era  of  filling  orders  hurt  our  natu¬ 
ral  aptitude  for  getting  orders.  We 
must  never  let  our  .selling  tools  he 
dulled  through  disu.se.  Keep  ’em 
.selling ! 

/iut/irtutm  ftiJ4'tr:rash 

Lefferheads 

(Continued  from  Page  75) 

sales  slogan  or  a  line  descriptive  of 
your  company’.' 

Pre.stige  C<>py — do  you  feature 
your  trade-mark  or  your  principal 
services,  and  do  you  show^  estah- 
lishe<l  dates? 

Readability  —  is  the  letterhead 
copy  easy  to  read  at  a  glance? 
(Copy  should  be  grouped  for  ea.se 
of  reading.) 

.Attention  Value  —  does  your 
heading  have  quick,  pleasing,  eye 
appeal?  (Design  should  have  a 
single  focal  point.) 

Physical  Characteristics — is  the 
stock  good  quality?  Is  the  work- 
man.ship  top  quality? 
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B.  S.  Reporter 

(Continued  from  Page  57) 

Reg-ional  Manager  of  the  House¬ 
hold  Sales  Department,  The  Per- 
mutit  Company,  380  West  42nd 
Street,  New  York,  N.  Y. 

In  his  new  position  he  will  be 
responsible  for  the  sales  and  serv¬ 
ice  of  Permutit’s  extensive  line  of 
household  water  conditioning  ap¬ 
paratus  and  resins  in  the  following 
states:  Illinois,  Indiana,  Iowa,  Kan¬ 
sas,  Kentucky,  Ohio,  Michigan, 
Minnesota,  Missouri,  Nebraska, 
North  Dakota,  South  Dakota  and 
Wisconsin.  As  before,  his  office  will 
continue  to  be  at  Cumberland, 
Indiana. 

Johnson  is  well  (pialified  for  his 
new  duties,  having  been  connected 
with  selling  for  the  past  25  years 
as  .salesman,  .sales  manager,  hiring 
and  training  new  .salesmen  and 
establishing  new  distributor  out¬ 
lets. 

*  *  * 

Reynolds  Booklet  Describes 
Oregon  Reduction  Plant 

Another  in  the  .series  of  “Wel¬ 
come”  booklets  describing  its  var¬ 
ious  plant  facilities  has  ju.st  been 
published  by  Reynolds  Metals  Com¬ 
pany.  This  late.st  booklet  deals 
with  the  reduction  of  alumina  to 
aluminum  pig  at  the  Trouldale, 
Oregon,  plant. 

This  plant  has  a  rated  cai>acity 
of  165,000,000  pounds  of  alumi¬ 
num  yearly  and  is  located  near  the 
Bonneville  Dam  on  the  Columbia 
River.  Power  is  purcha.sed  from 
the  Bonneville  Power  Administra¬ 
tion. 

This  booklet  contains  an  excel¬ 
lent  pictorial  .sequence  of  the  pro- 
ce.ss  from  alumina  to  aluminum  pig, 
starting  with  views  of  the  rectifier 
.station  with  an  approximate  daily 
output  of  4,000,000  kilowatt  hours 
of  direct  current.  Then  views  from 
the  Carbon  Plant  picture  the  con¬ 
veyor  system  for  carbon  blocks, 
the  insertion  of  anode  .stubs  in 
these  blocks  and  the  pouring  of 

(Continued  on  Page  78) 


One  of  the  great  advantages  of  Quikbrik 
is  that  it  can  be  used  on  any  type  of 
architecture — small  or  large — new  or  old. 
Thousands  of  homes,  schools,  hospitals, 
service  stations,  factories  and  many  others 
have  found  Quikbrik  ideal  in  every  way. 

The  Quikbrik  formula  is  prepared  from 
genuine  ground  brick  and  Portland 
cement — the  two  best  masonry  products 


known.  It  is  applied  in  a  plaster  form  and 
then  shaped  into  a  brick  pattern  with 
special  cutting  tools. 

It  will  last  the  life  of  any  structure  to 
which  it  is  applied  and  costs  less  than  half 
as  much  as  ordinary  brick  construction. 
There  is  nothing  like  Quikbrik  on  the 
market  ttnlay — lor  beauty,  permanence 
and  economy. 


^  Notice:  Quikbrik  is  a  eomparatively  new  product;  therefore  dealer  franchises 
S  may  still  be  available  in  your  area,  for  complete  information  please  write; 


AMERICAN  CEMENT  PRODUCTS 


Make  Double  the  Money  with  the 
KAUFMANN  PLAN  OF  MERCHANDISING 
COMBINATION  DOORS  AND  WINDOWS 

A  plan  carefully  designed  to  give  you  two  advan¬ 
tages:  ( I )  you  make  additional  profits  by  selling  the 
•  most  complete  line  of  aluminum  combination  win¬ 
dows  and  doors  in  Amerira,  and  (2)  it  provides  a 
proven  way  for  you  to  make  a  manufacturing  ptofit, 
to  ecfuip  a  plant  and  become  an  independent  manu¬ 
facturer. 

Write  for  the  Kaufmann  Plan 

IkAUFMANN  COMPANY 

17210  CABLE  •  DETROIT  12,  MICHIGAN 
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When  you  want  QUALITY  windows 

You  Can’t  Beat  Redwood 


Check  these  proven  facts: 

1.  REDWOOD  is  one  of  the  world's 
finest  insulators! 

2.  Heat  flows  thru  steel  260  times  as 
fast  as  thru  REDWOOD! 

3.  Heat  flows  thru  aluminum  1160 
times  as  fast  as  thru  REDWOOD ! 

4.  REDWOOD  used  by  the  CAMP¬ 
BELL  SASH  WORKS  shows  less 
shrinkage  and  swelling  than  con¬ 
crete! 

r».  REDWOOD,  —  even  under  condi¬ 
tions  that  favor  decay,  —  is  one 
of  the  world’s  most  durable 
woods! 

6.  REDWOOD  DEALERS  show  a 
greater  percentage  of  profit  per 
dollar  of  merchandise  sold. 


CAMPBELL’S  Redwood  Combination  Windows  are  the 
finest  quality  obtainable. 

THE  CAMPBELL  SASH  WORKS 


2409  WILSON  AVENUE 


CAMPBELL,  OHIO 


Phone:  52615 


imsiiEssi 


Af€tm9fUai* 

Q^ilUd 


Prote<tioii  ond  beauty  that  ii  distiiKtly  in* 
dividuol.  You  lock  the  tiome  of  ilidiiig  let¬ 
ters  ond  numerots  permonently  into  ploce  in 
0  motter  of  minutes.  Only  one  site  to  stock. 
Fits  oil  36"  doors.  Simply  cut  off  ends  for 
norrower  silts.  Avoiloble  olso  with  scrolls  on 
top  bor  only  or  ploin,  without  scrolls.  Write: 


HEmlock  2709 

DUNCAN-MORRIS  CO. 

4«  N.  Voltay  St. 
AKRON  3,  OHIO 


B.  S.  Reporter 

(Continued  from  Page  77) 

molten  metal  to  anchor  the  anode 
.stub.s  and  the  attaching  of  the 
.suspension  bars  to  the  .stubs. 


New  Hachmeister  Warehouse 
Opened  In  Baltimore,  Md. 

Hachmeister  -  Inc.,  Pittsburgh, 
Pa.,  have  announced  the  opening 
of  a  new  warehou.se  and  shipping 
plant  at  1240  Key  Highway,  Balti¬ 
more,  Maryland.  Mr.  R.  G.  Brown, 
general  manager  of  the  Plastics 
Division,  has  stated  the  new  ware- 
hou.se  will  carry  a  complete  line 
of  all  Coronet  Plastic  Wall  Tile 
colors  for  immediate  di.stribution 
for  Hachmeister-Inc.,  Coronet  Plas¬ 
tic  Wall  Tile  Distributors. 

Hachmeister-Inc.  is  al.so  manu¬ 
facturer  of  Hako  Vinylflex  Pla.stic 
Floor  Tile  and  Hako  A.sphalt  Tile 
Flooring. 

This  new  warehou.se  is  a  part 
of  the  expansion  plans  of  Hach- 
meister-Inc.  for  Coronet  Pla.stic 
Wall  Tile  including  a  stepped-up 
advertising  and  promotion  pro¬ 
gram  with  the  assigning  of  many 
new  distributors  to  handle  Coronet 
Pla.stic  Wall  Tile. 


A.  E.  Reiss  Appointed 
By  Morrison  Steel  Co. 

The  apiK)intment  of  Andrew  K. 
Rei.ss  as  Chief  Engineer  of  Morri- 
.son  Steel  Products,  Inc.,  Buffalo, 
was  announced  by  Sam  Morrison, 
president. 

Mr.  Reiss  was  formerly  Chief 
Design  Engineer  of  Fedders-Quigan 
Corp.,  Buffalo,  Vice-President  of 
Manufacturing  for  the  Rittling 
Corp.,  Buffalo,  and  A.ssistant  Chief 
Engineer  in  the  Stamping  Plant  of 
American  Radiator  and  Standard 
Sanitary  Corp. 

His  background  includes  over  20 
years  in  the  sheet  metal  indu.stry, 
covering  all  pha.ses  of  engineering 
and  manufacturing:  and  over  20 
years  in  the  heating,  air  condition¬ 
ing,  ventilating  and  refrigeration 
industries. 
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Alcoa  Signs  With 
Aluminum  Workers  Union  | 

Aluminum  Company  of  America  j 
and  the  International  Council  of  | 
Aluminum  Workers  Unions,  AFL,  ’ 
announced  jointly  recently  comple-  j 
tion  of  neifotiations  for  a  unique  : 
five-year  contract  covering  9,500  ; 
workers  at  six  of  the  ALCOA  ; 
plants. 

The  new  pact  contains  a  cost-of- 
living  escalator  clause,  a  feature 
new  to  aluminum  industry  wage 
agreements.  Plants  affected  are 
located  at:  Cre.s.sona,  Pa.;  Chilli- 
cothe,  O. ;  Davenport,  Iowa;  East 
St.  Louis,  Ill.;  Lafayette,  Ind.;  and 
Massena,  N.  Y. 

Because  of  the  contracts’s  many 
features  must  be  approved  by  I 
various  government  agencies  and 
boards  before  they  can  go  into 
effect,  the  new  contract  must  be 
in  the  nature  of  an  interim  agree¬ 
ment.  I 


Wm.  H.  March  Becomes  Soles 
Mgr.  For  Ideal  Brass  Co. 

Wm.  H.  March  has  been  ap¬ 
pointed  sales  manager  for  Ideal 
Brass  Works,  Inc.,  St.  Paul,  Minne¬ 
sota,  it  was  announced  by  B,  A. 
Quinn,  President. 


W.  H.  Morch 

.Mr.  March  has  been  as.sociated 
with  Yale  &  Towne  Mfg.  Co.  for 
the  i>ast  21  years.  Prior  to  this  he 
was  as.sociated  with  Russell  & 
Erwin  Mfg.  Co.,  P  &  F  Corbin  and 
the  VV’.  E.  Huffaker  Hdwe.  Co.  He 
is  a  charter  member  of  the  Ameri¬ 
can  Society  of  Architectural  Hani- 
ware  Consultants. 

«  «  « 

(Confivued  nyi  Page  80) 


IT'S  A  DEALER'S 


/Mm 


FOR  PROFIT! 


YOU  TAKE  ALL 
THE  PROFITS  — 
MANUFACTURER  S 
WHOLESALE  RETAIL' 

You  cut  and  assemble 
Uni  Temp  Lifetime  Aluminum 
Screens  from  parts, 

which  we  furnish  witli 
simple  tools  rmd 
handyman  labor  Sell 
direct  to  builders,  home 
owners  at  prices  thert 
compete  witfi  common 
wood  screens' 


YOU  CAN  CUSTOM  FIT 
ANY  SIZE  WINDOWS 
NO  DflAYS' 


Gel  details  of  this  ideal 


full-scale  or  supplemental  money-making 
franchise.  Write,  wire  or  phone  now  I 

JNI-TEMP  PRODUCTS,  INC. 


Si/cctsiort  fo  /niu/otfOA  Mfgrt.  inc. 


Tri 

Aluminum 
— Combination  Wl 


Triple  Track 

WINDOWS 


Sol«s  come  cosy  with  CXCELUM  wifidews  be- 
couse  you're  telling  fop  quolity.  Engineered 
from  the  finest  citruded  oluminum,  they  hove 
eliminoted  service  colls.  Soles  resistonce  melts 
when  you  show  EXCCLUM's  exclusive  feotures 
ond  rigid  construction. 


Cxcelum 


COMBINATION 

ALUMINUM 


DOORS 


Wffto  foe  OofoNi  of  Owf  OMellnefoe  KD  PLAN, 
fxcftfofvo  lorrftorfof. 

Jamaica  Sash  &  Door  (o. 
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I 


Ivy  vt  Distrftvtvrs  Prkvs  .  .  .  Mokt 

Ciiwhivid  Distrftvtvr,  Dvolvr  omI  Rvtoilvr'f  Prvfit 

All  V-Se«l  products — Aluminum  Combination 
Windows.  Storm  Sash  for  Steel  Casements  and 
Basement  Sash  can  be  bought  knocked  down — a 
feature  that  makes  it  possible  for  you  to  sell  them 
lower,  yet  make  more  profit. 

Eattarn  Oivbien,  47t  Balmont 
Avanua,  HolaVon,  Naw  Jarsay 


Th*  C«mp/vft  lm»  of 

Combifiotiofi  Storm  Windows 
pint  Storm  Soth  for  Stool 
Cotomonti  ond  Botomonf 
Windows. 


Wastarn  Division,  1134  $.  4111  Straat,  $f.  Uoit,  Mistoiirl 


ACT  NOW 


(w  ffirf  pHcos 


N-Setd  CORPORATION 

1300  Batavia  Avenue,  Royal  Oak,  Michigan 


ASSEMBLE  These  Aleminum  Combination 
Storm  Windows  YOURSELF. 

NO  EXPENSIVE  EQUIPMENT  NEEDED! 

Smart  dealers  are  buying  V-Seal  knocked- 
down,  ''picture  frame"  windows — assembling 
them  themselves  and  pocketing  the  savings. 
Assembly  of  these  sturdy  windows  is  easv 
—only  $10.00  worth  of  tools  necessary. 
Anyone  can  do  it — in  the  shop  or  on  the  (ob. 
Installation  is  just  as  simple.  New,  exclusive 
<  V-Seal  "picture  frame”  construc¬ 
tion  fits  all  modular  windows — 
gives  weathertight  fit — ends  costly 
on-the-job  fitting  and  adjustment. 


B.  S.  Reporter 

(Continued  from  Page  79) 

Ingersoll  Erects  Building 
For  New  Steel  Furnaces 

Erection  of  a  new  building  for 
housing  two  new  18-ton  capacity 
;  electric  steel  melting  furnaces  for 
I  the  ('hicago  plant  of  Ingersoll  Prod- 
I  ucts  Division  of  Borg-Warner  Cor- 
I  poration  is  nearly  completed,  R.  S. 
Ingersoll,  divisional  president,  an¬ 
nounced.  Recent  steel  shortages 
:  and  the  high  price  of  premium  steel 
■  have  prevented  the  company  from 
I  meeting  the  demand  for  its  agricul- 
j  tural  and  automotive  products.  The 
I  new  furnaces  will  help  assure  a 
I  steady  supply  of  steel.  They  will 
I  also  make  it  possible  to  control  the 
I  quality  of  .steel  to  exact  require- 
!  ments. 

!  *  *  • 

I  Mullins  Opens  Display 
;  Room  In  S.  Francisco 

Youngstown  Kitchens  opened  a 
factory  display  room  in  San  Fran¬ 
cisco’s  Western  Merchandise  Mart 
in  June,  Every  item  in  the  Youngs¬ 
town  Kitchens  line  is  shown  in  10 
I  permanent  kitchen  installations. 
The  display  al.so  contains  offices 
that  serve  as  headquarters  for  the 
firm’s  We.stern  Division  of  which 
Morris  1).  Durham  is  manager. 

Cheerful  colors  are  used  through¬ 
out  the  display  in  the  floor  cover¬ 
ings,  ba.se  cabinet  top.s,  walls,  cur- 
1  tains  and  knick-knacks.  Kitchen 
i  arrangements  are  varied  and  each 
'  kitchen  is  individually  lighted, 
i  Located  on  the  ground  floor,  the 
!  ,‘1200  square  foot  display  area  has 
]  four  windows  on  Market  Street. 

;  One  will  be  used  to  show  current 
promotions,  two  contain  permanent 
dis|)lays  and  the  fourth  is  part  of 
a  lounge  area.  The  entire  display, 
open  to  retail  dealers,  home  build¬ 
ers  and  the  public,  may  be  .seen 
from  the  street. 

«  * 

Westrich  and  Marsh 
New  Arborite  Distributors 

The  appointment  of  Westrich 
and  Marsh,  Jack.sonville,  Florida. 
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ELLWOOD 


The 

ALUMINUM 

COMBINATION 

DOOR 

THAT  WILL  BUILD 
YOUR  SALES  VOLUME 

The  besf  quality,  finest 
engineered  door  in  the  trade. 

•k  Heavy  Corner  Construction 
Top  Quality  Latch 
•k  Super  Heavy  Kick  Panel 
it  Storm  King  Door  Check 
k  Quick  Chanse  from  Glass  to  Screen 


k  Double  Locked  Inserts 
k  Simple  Bottom  Adjustment 
k  Stainless  Steel  Hinges 
k  Aluminum  Screen  Wire 
k  Competitively  Priced 


Your  salesmen  can't  miss  with  the  Ellwood  Door  ...  it  has 
everything  their  customers  want,  dozens  of  sale-closing  fea¬ 
tures.  Also  ask  about  our  NEW  ONE-LIGHT  DOOR  with  the 
super  lock  and  extra  rigid  insert.  Use  the  Coupon,  or  Phone. 

MAIL  THE  COUPON  TODAY 


THE 

ELLWOOD 

ALUMINUM  DOOR  CO.,  INC. 

Ellwood  City,  Penno. 
Phone  2755 


Ellwood  Aluminum  Door  Co.,  Inc.,  Ellwood  City,  Po. 
PIcote  send  me  complete  intormotion.  I  om  o 
G  Deoter 

□  Distributor 

Also  send  me  informotion  on  your  new  one-light 
door  Q 

NAME  . . 

COMPANY  . 

ADDRESS  . 


a.s  distributons  of  Arborite,  i.s  an-  ! 
nounced  by  J.  A.  Davie.s,  ,314 
Straight  Avenue,  Grand  Rapids, 
Michi^ran.  Davies  is  exclusive 
United  Sales  sales  representative 
of  The  Arborite  Company,  Ltd., 
Montreal,  Canada,  makers  of  the 
all-plastic  counter  top  and  wall  sur- 
facinfr  material. 

West  rich  and  Marsh,  headed  by  , 
Joseph  G.  Westrich  and  Horace  (L 
Marsh,  Jr.,  will  distribute  Arborite 
throujrhout  Florida  and  Southern 
Georgia. 

Arborite  was  first  introduced  to 
the  American  market  about  a  year 
ajro  by  Davies.  The  i)r(Kluct  ac-  : 
counts  for  90' <  of  all  sales  of  ma¬ 
terials  of  its  type  in  Canada  and  is 
finding-  a  rapidly  growing  market 
in  the  United  States  becau.se  of  its 
extra  strength  and  thickne.ss,  and 
its  ease  of  installation  with  stand¬ 
ard  lit"  metal  moldings  and  rubber 
base  adhesives. 

•  *  * 

One-Million  Total  Seen 
In  '52  Housing  Units 

With  145,000  housing  units  i 
started  in  January  and  F'ebruary, 
the  coldest  months  of  the  year, 
builders  are  well  on  their  way  to  a 
one-million  total  for  1952,  in  the 
opinion  of  Louis  W.  Licht  of  Lane 
Realty,  New  York  real  estate  and 
sales  organization,  who  pointed  out 
that  upward  revision  of  early  gov¬ 
ernment  estimates  of  an  800,000- 
unit  ceiling  in  the  small  homes  in- 
du.stry  now  appears  certain. 

“The  optimistic  supply  outlook 
in  the  critical  materials  fields  and 
the  newly  issued  housing  order  in¬ 
creasing  the  .self-authorization  lim¬ 
its  for  the  use  of  the.se  materials 
in  housing  undoubtedly  will  also 
have  a  .stimulating  effect  on  tho.se 
builders  w'ho  have  been  holding 
back  construction  activity  pending 
clarification  of  the  materials  situa¬ 
tion.  The  next  several  months  will 
see  a  level  of  home  construction 
approaching  record  proportions,” 
Licht  predicted. 

“Another  encouraging  factor 
which  will  lead  to  greater  home 


l)roduction  this  year  than  originally 
anticipated  is  the  loosening  of  the 
mortgage  money  market.  Current 
opinion  among  mortgage  people 
has  led  to  e.stimates  that  there  will 
he  enough  funds  available  to  finance 
up  to  a  million  new  home  starts 
this  year. 

*  ♦  ♦ 

GE  Appoints  Bogord  As 
Utility  Sales  Mgr. 

The  appointment  of  George  T. 
Hogard  as  manager  of  the  newly- 


created  utility  .Sides  dejiartment 
has  been  announced  by  L.  H.  Mil- 
lerfi  manager  of  marketing  for  the 
General  Fllectric  Company’s  major 
apiiliance  division. 

.Mr.  Rogard’s  jirimary  duty  in 
this  new  po.st  will  he  to  assist  the 
company’s  distributors  in  the  de¬ 
velopment  of  major  appliance  busi¬ 
ness  through  merchandising  and 
non-merchandising  utilities,  .said 
.Miller.  The  formation  of  the  new 
department,  he  explained,  is  to 
(Continued  on  Page  82) 
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ENTI^ 

Two-ijj|pr 

TRACK 

ALUMINUM 

SELF-STORING 

WINDOWS 

FOR  THC  DEALCR  WHO  IS  FED  UP  WITH 

*  TRIPLE  TROUBLES 

‘HIGH  PRICES  •  LOW  PROFITS  •  SERVICE  CALLS 
Th«  SanPiiMl  U  Hi«  r««ult  of  10 
yoort'  window  monufocEuring 
oiporionco.  lE  hoi  many  PAT¬ 
ENTED  fooEurot. 

NO  LATCHES  ...  NO  CATCHES  . . . 
NO  GADGETS  .  .  . 

MEANS  NO  SERVICING! 

A  f«w  K.  D.  distributorships  oro  still  ovoil- 
oblo.  AssombUd  windows  ovoilobU  only  in 
Northoostorn  Stotos. 

ALUMINUM 
COMBINATION  DOORS 

2-PANEL 

A  top  quolity  door  with  oil  the  de¬ 
sired  feotyret.  Write  for  prices  ond 
qitofttity  discounts. 


ALLIED  METAL 
FABRICATORS,  INC. 

NEW  LONDON.  CONN 


Costs  Got  You  Down? 

KESSLER 

6lass  Reiainer  Splines 
Screen  Reiainer  Splines 

Assure  you  of  Bettor 
Windows  and  Doors— Elimi¬ 
nate  Labor  —  Cut  Costs 

For  Aluminum,  Wood  or  Plastic  Windows, 
Doors 


D0n*E  Delmu 
Order  IVotr  for 
Prompt  DeUrerp! 


KESSLER  PRODUCTS  (0. 

10M  W.  Federal  St.  Phene  3I33S 
ViMittewn,  Ohie 

SpecialiiU  in  plastic  nitreslnns  far  thn 
Sttm  Windnw  Indnstry 


B.  S.  Reporter 

(Continued  from  Page  81) 
implement  the  company’s  program 
of  active  cooperation  with  utili¬ 
ties  in  the  merchandising  of  major 
appliances. 

Bogard  has  been  with  the  Gen¬ 
eral  Electric  Company  for  the  pa.st 
18  years,  except  for  four  years  dur¬ 
ing  the  war  when  he  served  as  com¬ 
manding  officer  in  charge  of  the 
Electronics  Modifications  Center 
in  San  Diego,  California. 

if  A  4- 

Robert  I.  Talbot  Appointed  By 
Wood  Conversion  Company 

The  appointment  of  Robet  I.  Tal¬ 
bot  as  general  line  .salesman  for 
the  Wood  Conversion  Company  in 
Syracuse,  New  York  was  an¬ 
nounced  by  M.  S.  Wolf,  General 
Sales  Manager. 

Talbot,  who  attended  River  Falls 
Teachers  College  in  River  Falls, 
W’isconsin,  will  be  selling  the  Com¬ 
pany’s  line  of  building  products, 
Bahsam-Wool  insulation,  Nu-Wood 
interior  finish  and  .structural  insu¬ 
lation  board,  and  Tufflex  Siding 
Underliner  and  Sill  Sealer  in  the 
Syracuse  Territory. 

Mr.  Talbot  was  associated  with 
the  U.  S.  Gypsum  Company  for  a 
period  of  six  years,  prior  to  his 
appointment  by  Wood  Conversion 
Company. 

«  4-  If 

New  Training  Program  For 
Youngstown  Dealers 

Young.stown  Kitchens  has  re-  ; 
leased  a  new  training  program  for  | 
di.stributor  and  dealer  .service  men.  | 
It  consists  of  sound-slide  films  cov-  j 
ering  in.stallation,  operation,  test¬ 
ing,  adjusting,  and  repairing  of  ; 
Youngstown  Kitchens  Jet-Tower 
dishwashers  and  food  waste  dis-  ; 
posers. 

About  half  the  program  is  given  | 
over  to  class  participation.  Actual  i 
equipment  is  u.sed,  giving  .service  ^ 
men  practical  experience.  A  film  ; 
on  customer  relations  is  part  of  the  | 
program.  It  shows  how  the  service  | 
men  can  create  good  w-ill  for  the  ! 
dealer.  i 


"POTS"  are  made  of  "AUIHINUH" 

•  •  "DON'T"  •  • 

Let  your  ideas  go  to  "POf 

JULY  ItE,  19S2. 

New  Business  and  Small  Users 
now  are  eligible  to  purchase 
and  use  20,000  pounds  of 
Aluminum  per  Quarter. 

We  offer  to  all  our  engineering 
facilities  to  assist  in  advancing 
from  "Blue-print"  stage  to 
"Production"  stage. 
Manufacturers  now  using  Alu¬ 
minum  are  entitled  to  addi¬ 
tional  allocation  as  set  forth 
in  new  NPA  regulations.  Con¬ 
sult  us  for  further  information 
without  obligation. 

"ALUMINUM  EXTRUSIONS  A 
SPECIALTY" 

A  Pound 

A  Truckload 

A  Carload 

McDERMOn  METALS  COMPANY 

EdgemenE  A  Tioga  SEreeEt 
Philadelphia  34,  Penna. 
Nebratko  4-1210 
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(Continued  from  Page  52 

product,  called  a  Twist  Nail. 

Made  of  a  special  alloy  and  hav¬ 
ing  needle  point  heads,  these  nails 
are  driven,  in  the  usual  manner, 
through  the  face  nail  holes  in  the 
siding  and  the  sheathing,  protrud¬ 
ing  to  about  an  inch  on  the  inside. 
There  they  are  given  a  couple  of 
twists  with  the  Ruberoid  “Twister" 
— a  patented  tool  that  looks  like  a 
slotted  screw  driver.  The  result  is 
a  figure  “4”  clinch,  with  the  cros.s- 
bar  of  the  "4"  solidly  i)res.sed 
against  the  sheathing. 

The  clinching  operation  does  not 
increa.se  co.sts,  according  to  the 
announcement,  because  the  twist 
nails  are  supplied  in  place  of  regu¬ 
lar  face  nails  and  are  included  in 
the  cost  of  the  asbestos  siding. 
They  can  be  clinched  on  the  inside 
of  the  wall  by  an  apprentice  boy 
as  fast  as  skilled  mechanics  can 
apply  siding  on  the  outside.  Twist 
nails  are,  of  course,  suitable  only 
for  new  construction,  where  the 
clinching  can  be  done  before  the 
inside  walls  are  installed. 

♦  ♦  « 


Barclay  Adds  4  More 
Wall  Board  Sizes 

Because  of  increased  demands 
for  more  panelboard  sizes,  which 
will  facilitate  installations  for 
home  owners,  contractors,  as  well 
as  industrial  u.sers,  and  thereby 
create  more  sales  for  building  sup¬ 
ply  dealers  and  their  outlets,  the 
Barclay  Manufacturing  Company 
of  New  York,  is  now  pnxlucing  its 
plastic-coated  colored  panels  for 
walls  and  ceilings  in  seven  dif¬ 
ferent  lengths,  it  was  announced 
today  by  Julian  M.  Jacobs,  Vice- 
President  in  Charge  of  Sales. 

Previously,  Mr.  Jacobs  stated, 
Barclay  panels  were  available  in 
three  sizes,  that  is  four  by  four 
feet,  four  by  six  feet,  and  four  by 
eight  feet,  in  a  wide  variety  of 
colors  and  three  designs;  .solidtone, 
streamline  and  tile  pattern.  Now 
these  panels  are  being  made  in 

{Continued  on  Page  84) 


Best  Window  Oiiex! 

the 

•  REDUCED  PRKES!  TRI-SEAL 

Combination  Window  with  Two-Track  with  Stowaway 
full  length  interlocking 
meeting  roil. 


$9 


.00 

and  up 


OVERNIGHT  DELIVERY! 

To  points  in  Middle  Atlan¬ 
tic  States. 

SHALL  INVESTNENT! 

Big  profits  on  nominal  ini¬ 
tial  outlay. 

EASY  INSTALUTION! 

A  quality  window  that's 
service-proof. 


K.  D.  OPtRATORS 

The  TRI-SEAL  Window 
is  composed  of  preci¬ 
sion  •  made  parts  for 
simple  assembly. 


Write,  Phone  or  Wire  Today! 

CHARLES  CO. 

228  NEW  STREET  WALNUT  2-7808-3566  PHILADELPHIA,  PA. 


COMBINATION  STORM  and  SCREEN 
in  ALUMINUM.  PICTURE-WINDOW  STYLL 

A  few  choice  franchise  ter¬ 
ritories  still  available  for 
qualified  dealers. 


DEAL  DIRECT.  . . 

SAVE  THE  DIFFERENCE'* 
Standard  sii«$  for  all  maltot  of  Stool 
Casomonts  •  Projoctod  —  Pivolod 
Basomenl  or  Utility  Window*. 

STiEL  OR  ALUMINUM  FRAMES 

Stondord  Type  1}  Scrccni,  Bronic  Lacqu«r 

Special  Fiiiitli  Wire . Only  $1.22 

SEND  FOR  SAMPLES  and  PRICE  LISTS 

The  A.  W.  BARNHART  CO. 

140  HIGHLAND  STREET  o  poRT  CHESTER.  N.  Y. 
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A  personalized  grille  used  exclusively  with 
an  initial.  Holes  are  punched  in  the  scrolls 
for  the  installation  of  the  standard  6"  initial. 


S««ing  it  b«li«ving  ~  fhot'i  why  w«  want 
to  Mnd  you  o  freo  sompU  of  our  puih 
borl  W«  wont  you  to  with  your  own 
•y«i  why  Doc-O'GrtlUft'  brilliant,  mirror- 
(ik«  hniih  mak«»  poopi*  ovorywhoro  toy: 
"Nothing  liko  thorn  on  tho  morkot!" 


Tho  »ocrot  lies  in  Doc-O-GrilUi'  oxcfusivo 
hand-burnishing  procost  by  skillod  croftS' 
mon  which  crootos  o  surfoco  splondor  and 
smoothness  that's  beautiful,  customer-catch¬ 
ing) 


SEND  FOR  YOUR 
FREE  SAMPLE  and 
ILLUSTRATED  CATALOGUE 
TODAY 


DEC-O-etllUS.  MC. 


•  80  new  —  different  designs  to  fit 
all  sizes  and  makes  of  doors! 

•  Every  design  constructed  of  the  finest 
extruded  aluminum! 

•  Immediate  delivery  of  stock  designs 
—any  quantity! 

•  Custom  designs  to  order! 


470  Park  PI. 


Long  Beach,  N.  Y.  Phone:  LOng  Beach  6-0118 — 1644 


f  invesligale  kvi  Full-Profil  tdvanlagrs  on  ^ 

AIR  MASTER 


IMMEDIATE  DELIVERY 


All-Aluminum,  Hinged 

CASEMENT  STORM  SASH 


CITY  . ZONI  ...  ST  ATI 


•  1 W'  Dead  Air  Space  to  Control 
Condensation. 


•  Permanently  Installed. 

•  Positive  Weather-Stripping  Seal— 
Prevents  Drafts  Through  Primary 
Windows. 


The  AIR  MASTER  extruded  aluminum 
storm  window  is  a  stock  item  manufac¬ 
tured  in  standard  sizes  and  is  avail¬ 
able  for  immediate  delivery.  Write  or 
phone  for  full  information. 


I 

MaM  Coupon  Today  for  full  luformotloo  I 
AIR  MASTIR  CO.  ] 

Ifth  A  Lehigh  Aee.,  Philo  32,  fo.  I 

PIrote  tend  me  full  information  ond  prices  on  j 
your  Casement  Storm  Sash.  • 


ADDRiSS 


Air  Master  co. 

IBth  St.  at  LEHIGH  AVE. 
PHILADELPHIA  32,  PA. 

Phone:  BAldwin  3-7100 


New  Products 

(Continued  from  Page  83) 

four  additional  size.s;  four  by  five 
feet;  four  by  .seven  feet;  four  by 
ten  feet;  and  four  by  twelve  feet. 

«  *  « 

Increased  Production 
Makes  New  Reinforced 
Plastic  Available 

“There’.s  been  such  a  terrific  de¬ 
mand  for  our  Glaz-Screen  Plastic 
Window  Material,  we’ve  increased 
our  plant  capacity  so  that  imme¬ 
diate  delivery  is  now  possible,”  Ed 
Warp,  President  of  Sol-O-Lite 
Manufacturing  Company  an¬ 
nounced  recently. 

“The  reason  for  the  popularity 
of  (ilaz-Screen  is  that  it’s  extra 
tou^h.  We’ve  reinforced  this  heavy 
plastic  material  with  jralvanized 
wire  i/i-mesh  and  fused  the  tw’o 
into  one  solid  sheet  that  lasts  and 
lasts  under  the  toughest  w€‘ar  and 
tear,’’  Mr.  Warp  continued. 

“To  helj)  in  orderinjr,  we've  made 
Glaz-Screen  available  in  100,  50 
and  25  yard  roll.s — ,36“  wide.  I 
want  to  empha.size  ri^ht  now,  that 
farmers  and  home  owners  are  .sav- 
iiiK  real  cash  money  on  installa¬ 
tions.” 

*  •  * 


Resolite  Catalog  On 
Translucent  Panels 

Resolite  Corporation  is  issuiiifi: 
a  new  12-paKe  cataloffue  complete¬ 
ly  descrihiiiK  Resolite  translucent 
structural  panels  of  Fibergla.s-re- 
inforced  plastic,  manufactured  in 
ei^ht  standard  colors  and  tints.  In 
addition  to  specifications,  loading 
and  light  transmission  values,  and 
other  physical  characteristics  of 
this  versatile  building  material, 
the  catalogue  pictures  suggested 
structural  applications  with  de¬ 
tailed  drawings  for  home  or  office 
partitions,  patio  covering,  building 
facing,  industrial  skylighting,  toilet 
and  shower  stalls  and  other  prac¬ 
tical  uses. 

Tables  list  the  complete  range 
of  standard  widths  and  lengths  of 
the  sheets  and  corrugation  sizes 
available.  Such  acces.sories  as  cor- 
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ruifated  moldings  and  filler  strips, 
sealing;  mastic  and  flashings  are 
pictured  and  described. 

«  «  « 


New  Double  Hung 
Aluminum  Window 

Per-Fit  Products  Corporation, 
manufacturers  of  Per-Fit  Alumi¬ 
num  Windows  since  1946,  announce 
“Best-Vent,”  an  all  new  double 
hung  aluminum  window.  This  win¬ 
dow  was  primarily  designed  for 
use  in  low  cost  residential  con¬ 
struction  of  any  type  or  style  of 
architecture. 


f'ontrolled  Ventilation,  an  en¬ 
tirely  new  idea  in  window  design 
and  construction,  has  been  skill¬ 
fully  engineered  into  the  Best-Vent 
window.  With  one  feather-like 
oj)eration  the  Best-Vent  window 
opens  equally  and  simultaneously 
from  top  and  bottom,  providing 
controlknl  ventilation  for  each 
room. 

Best-Vent  windows  are  made 
from  satin  finish  aluminum  e.xtru- 
sions  and  double  strength  glass. 
Factory  glazing  with  weather  re¬ 
sisting  Kverseal  and  stainless  steel 
weatherstripping  make  Itest-Vent 
window’s  outstanding  in  weather 
protection.  Best-V'ent  windows  are 
available  in  16  nuKlular  sizes  and 
two  styles — 11  and  2  2.  Specially 
designed  storm  windows  and  full 
tension  screens  are  available  for 
Best-V^ent  windows.  Matching  Best- 
Vent  Picture  Window  Frames  are 
providt*d  in  9  modular  sizes. 

*  *  * 


ALUMINUM  COMBINATION 
CASEMENT  SASH  &  SCREEN 


UNIQUE 
INTERLOCKING 
DESIGN 

COVIRS  VtNT  OPENING 

CORK  INSULATION 

DOUBLE  STRENGTH 
GLASS 

EXCLUSIVE  DRIP 
CAP 

Many  Exc/us/v*  Tarritoriai  AvaUobi9 


WRITE  —  WIRE 
or  PHONE  .  .  . 


WIN-SUM  WINDOW  CORP. 


13006  GREELEY,  DETROIT  3.  MICH 


TOwnsend 


9  6948 
9  9095 


QUALITY 


70e€UAen.^ie«» 


GLASS  JALOUSIE 

WINDOWS  &  DOORS 


GET  ALL  THE  FACTS! 

Write  today  for  complete  lit¬ 
erature  and  prices.  Send  13.60 
for  full  siie  Demonstrator. 
Prompt  reply  and  strictest 
confidence  assured. 


Here’s  a  proven,  fast-selllnc 
product,  embodylnc  modern 
utility,  beauty  and  durability. 

irs  A  REAL  Profit-maktrl 

Capture  your  share  of  this 
new,  rrowinK,  profitable  mar¬ 
ket  .  .  . 

EVERY  BUILDING  Ntw  ar  Old 
IS  A  PROSPECT! 

•  Obvious  Beauty 

•  Certified  Quality 

•  Easier  Operation 

•  Confer  Life 

•  Greater  Efficiency 

•  Proven  Economy 

BIG  DISCOUNTS  far  Daalars! 


Future  Products  Inc.  Box  66  Sta.  A 
St.  Petersburg,  Florida 


3Ute 
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...  if  you're  a  DISTRIBUTOR 
of  combination  ALUMINUM 

STORM  &  SCREEN  DOORS 
...  or  have  ambitions  to  become 
one  .  .  .  or  want  a  BETTER  DEAL 
...  or  a  BEUER  PRODUCT  to 
help  you  SELL  easier  ...  or 

BEHER  SERVICE  you 
can  BANK  on  . . . 

Contact: 

WEYL  &  6AHA6AN 

Fabricator* 

KENBERN  ALUMINUM  PRODUCTS 

6640  HAMILTON  AVBNUe 

HTTStURGH  6,  PA. 

meitsoN  I  7007 


GLAMOUR  for  DOORS 
GOLDEN  PROFITS 
for  YOU 

Sell  your  cuitomeri  tkeic  profitobic  and 
attractive  aluminum  SCROLL-ITTS  which  (it 
any  door.  They  will  add  profit  to  evtry  door 
solo.  Finithod  in  GLIAMING  WHITE  enamel 
or  SEMI-POLISHED  ALUMINUM. 

Writ*  tor  Bullotin 
mod  Jrmio  Diieouitit 


HUau.x  Crafts 


New  Products 

(Continued  from  Page  85)  ' 

Cermak  Announces  A 
New  Field  Tile  j 

Cermak  Tile  Company,  Inc.,  an-  i 
nounces  the  addition  of  a  new  field 
tile  to  it.s  line  of  pla.stic  wall  tile.s. 
Known  a.s  the  Budget  Bevel  tile  i 
it  will  be  priced  approximately  ! 
twenty  per  cent  under  Cermak’s 
premium  Cleveland  Bevel  Kdge  tile. 

The  new  Budget  Bevel  tile  is 
4I/4.  inches  square.  Its  edges  have  a  ; 
graceful  bevel  giving  it  a  deep,  ; 
tufted  appearance.  Entirely  opaque  ; 
it  is  available  in  Cermak’s  complete  : 
range  of  twenty-two  .solid  and  mar- 
bleized  colors.  Identical  in  appear¬ 
ance  to  Cleveland  Bevel  Edge  tiles, 
the  new  Budget  Bevel  is  lighter  in  ; 
construction.  Once  installed  it  i 
would  be  difficult  to  tell  the  differ-  : 
ence  between  the.se  two  plastic  wall  | 
tiles.  Cermak’s  standard  trim  tile  j 
is  u.sed  with  either  style  of  field  j 
tile. 


New  Tileboard  Perttem 

Mi  rati  le  has  developed  and  now  | 
offers  to  dealers  a  new  Marbleized  I 
pattern  at  recognized  low  tileboard  j 
prices.  This  pattern  is  available  in  i 
five  beautiful  pastel  colors — Spring  ’ 
Green,  Pearl  Gray,  Canary,  Coral  | 
and  Powder  Blue. 

Miratile  Marbleized  Tileboard  is 
supplied  in  all  standard  tileboard  | 
panel  sizes,  4'  x  4’,  4'  x  6'  and 
4'  x8'.  Special  features  include  the 
Miratile  wide  flare  .score  line  which 
is  a  realistic  reproduction  of  a  true  . 
tile  joint  and  measures  7/16" 
across. 

Surface  of  the  tileboard  is  a  ther- 
malized  baked-on  pla.stic  fini.sh.  It 
is  extremely  easy  to  clean  and  will 
not  flake-off,  crack  or  peel.  Miratile 
offers  a  free  merchandising  kit 
with  each  initial  order :  a  combina¬ 
tion  counter  and  window  display, 
newspaper  ad  mats,  local  newspa¬ 
per  publicity  releases,  color  charts 
and  folders.  Made  by  Miratile  Man¬ 
ufacturing  Company,  Inc. 

a  *  • 


Satin  finisli  —  Adjustable 
Sub-frame.  Plus  many  exclu¬ 
sive  engineered  features.  More 
sales  and  less  service  calls  will 
assure  more  PROFITS. 

Inquiries  Invited 


uiinsTRom 

MANUFACTURING  CORP. 

1  5-32  1  27th  St.  College  Pt  .N  Y. 


ROLLED  ALUMINUM 

SCREEN  FRAME  AND  SPLINE 

Praciiton  roll  Formod  from  3  SH-16  aluminum 

Detign  bosod  upon  the  most  popular  profile  sec¬ 
tions  now  being  used  by  leading  fabricators  and 
KD  plants.  Easier  fabrication  and  low  cost  puts 
you  in  line  with  any  competition. 

Send  for  FREE  SAMPLE  ond  price  information 
stating  quantity  and  lengths  desired.  Availoble 
for  prompt  delivery  direct  from  our  own  mill. 
Minimum  order  of  10,000  feet  in  sixes  3  feet  to 
21  feet.  Pocked  in  fibre  cartons. 


Write  R.  D.  WERNER  CO.  INC. 

Induttriol  Divisioii 

ivS  Fifth  Avenue,  N.  Y.  U,  N.  Y.  MU  6-259$ 


ItaNlictws  *  lisic  JUmmmmi  CitnisiMs  ttd  ReS-lVMd  fiiiNts 


M  rm*  Svt .  Ns*  Terfe  It.  a  t .  •  tKleriet  tFSfilis.  Ps  •  Oytumt  Oa|  .  CmMs 
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Steel  Basement  Window 

Steelcraft  steel  basement  win¬ 
dows  are  fabricated  of  hot-rolled 
residence  casement  sections  and 
provide  double  weathering’  contact 
on  all  four  sides.  All  corners  are  ac- 
cuartely  cut,  morti.sed  and  tenoned 
and  securely  peened  or  welded  to 
provide  weather  tight  joints. 

Windows  open  in  at  the  top,  and 
are  the  armless  type  which  permits 
the  vent  to  be  lifted  out  for  clean¬ 
ing.  Vents  open  to  90  degrees  for 
maximum  light  and  ventilation, 
providing  a  clear  opening  for  pas.s- 
ing  objects  into  the  ba.sement. 
These  windows  feature  a  new  cam 
type  locking  device  that  is  easily 
operated  from  the  floor  by  means 
of  a  long,  extra-leverage  handle. 
Windows  are  secured  to  the  ma- 
.sonry  on  all  four  sides  without  the 
u.se  of  fins  or  clips.  They  are  bond- 
erized  for  extra  protection  and 
painted  with  a  coat  of  gray  primer 
baked  on  for  rust  protection  and 
longer  wear.  There  are  three  popu- 
la  sizes,  all  two  lites  wide — 15x12, 
15x16,  and  15x20-in.  Made  by 
Steelcraft  Mfg.  Co. 


Aluminum  Polish 
Now  Available 

Protectalume,  Inc.,  now  has 
available  for  dealers  and  distribu¬ 
tors  a  new  aluminum  polish  which 
is  a  special  blend  of  silicone  and 
waxes  that  coats  and  seals  the 
pores  of  aluminum  thus  providing 
a  long  lasting  finish. 

It  prevents  pitting  and  oxidation 
and  preserves  the  beauty  of  alumi¬ 
num  storm  doors  and  windows.  The 
jx)lish  is  intended  for  natural  (not  ; 
anodized)  aluminum  and  can  be  ; 
u.sed  for  outdoor  aluminum  furni¬ 
ture,  .screens,  etc. 

A  pad  of  steel  wool  is  included  j 
in  each  package  for  doors  and  other  ' 
aluminum  articles  which  are  badly  ^ 
.scratched  or  pitted.  A  very  small  ■ 
quantity  on  steel  wool  is  sufficient  ^ 
for  an  entire  door.  The  polish  may 
also  be  used  without  steel  wool  as 
a  protective  coating  for  new  alumi¬ 
num  doors,  windows,  and  other  ar¬ 
ticles  made  of  this  metal. 


DISTRIBUTORS  RSPORTt 


ZOO/H 


because  sales  are  easy 
and  the  profit  margin  is 
excellent  with  the 


mm 

WINDOWS  and  DOORS 


Sisll'" 


Trm4l*  ktmrk  Almminitm  Co.  of  Amtrteo 


“K.D.”  distributors  set-up  for  combination 
screen  and  storm  windows.  Made  of  life¬ 
time  ALCOA*  extruded  aluminum,  competi¬ 
tively  priced,  plus  superior  features  that  beat 
competition.  Easy  to  assemble,  quickly 
installed  for  trouble-free  service.  Immediate 
delivery.  Advertising  and  sales  helps 
supplied. 

NASH  MFG.  CO. 

Eiecutive  Office  &  Main  Plant 
long  Branch,  New  lersey  Lent  Branch  S-6200 

factory  Branches 

31S  Halsey  St.,  Newark,  N.  J.,  Ml  2-3600 

1140  No  American  St.,  Philadelphia,  Po.,  LO  3-0074 

9126  Hartford  Rd.,  Boltimore,  Md  ,  BO  2222 

147  Nassau  Blvd.,  West  Hempstead,  L  I ,  N  Y.,  HE  2-$340 


)U'ruu  s  In.st  l)rc.s.scA  llin}u.s 

\\  ,  ; 

ALUMINUM  Storm-Screen 

WINDOWS  &  DOORS 


Y*t,  best  dressed  but  most  important  ...  hornet 
will  be  more  comfortable  when  they're  equipped 
with  Keystone.  Your  customers  will  appreciate 
the  Quality  and  Features  of  Keystone  products. 


PUU  lENGTH 
PIANO  nPE  HINGE 

,  An  axdsnlva  faalwra 
•nmlneto*  mofUiinR 
Ofid  o  porfoctp 

rigid  imtttNoHofi. 


Look  For  Tfcej 

Window  WftAj  wlndnwl 

Tho  Louvers!  |  Bihar  OUTSIDC  or  INSIDE  lypa. 


CASEMENT  WINDOWS 


Assembly  Fhnis  Coast  to  CoastI 


KEYSTONE  ALLOYS  CO. 
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AdamN  KoKineering  Co. 
Air  Maater  ('o . 


All-Time  Mfg.  Inc. 


.Aluminum  F'abricating  Co.  of 

I'ilt.Hhurgh  .  26 

.Aluminum  SpeciallieM  Co .  67 

American  Cement  Productw .  77 

.Andrea  Mfg.  Corp .  12 

.Arrow  Metal  Products  Corp .  2 

It 

It  &  (i  Sales  Co .  fi.A 

Itarnhart  Co.,  The  A.  W .  8.A 

iteaux  Art  Crafts .  66 

Ituilding  Specialties  .  32 


Calhar  Paint  &  Varnish  ('o .  61 

Calder  Mfg.  Co .  60 

Campbell  Sash  Works.  The .  76 

Carhozite  Protective  Coatings,  Inc..  .  13 

Charles  Co .  6.1 

Chicago  Metal  Strip  Co .  .'56 

Childers  Mfg.  Co . 4-5 

Clearview  l.«uver  Window  Co .  69 

Corson  Mfg.  Co.,  Ben .  .59 

('ompo  Miracle  Products  Co .  16 

Conneaut  Rubber  &  Plastics  Co .  26 

D 

Itallas  Iron  &  AVire  Works,  Inc .  18 

liec-O-Grilles,  Inc .  64 

llecorite,  Inc .  58 

Dewatex  Mfg.  Co .  23 

Ituncan-Morris  .  76 

Dustite  Products  Co .  66 


K 


66 


KImont  Mfg.  Co . 

KIIwimnI  Aluminum  Door  Co.,  Inc., 

The  .  61 

Kmco  Cement  Products,  Inc .  72 

F 

Federal  Screen  &  .Sash  Co .  30 

Fire-Lite  Alarms  .  76 

Future  Prirducts,  Inc .  65 

G 

(iaikin  &  ('o..  It .  28 

filobe  Roofing  Products  Co .  33 

Grant  Metal  Mfg.  Co .  66 

Guildcrest  Co.,  The .  64 

H 

Hess  Manufacturing  Co .  71 

Howell  Mfg.  Co .  73 

Hutch  Manufacturing  ('o .  27 


I 

Ideal  Brass  Works,  Inc. 


76 


K 

10 

Kaufman  Company  . 

.  77 

64 

Kessler  Frodurts  Co . 

.  62 

62 

Keystone  Alloys  Co . 

.  67 

62 

L 

Liidman  Corp . 

66 

29 

. . .19-20 

6-7 

M 

14 

McDermott  Metals  Company... 

. 62 

Jamaica  Sash  &  Door  Co .  79 

Jasco  .Aluminum  Products  Corp .  61 


Mohawk  A’enetian  Blind  .Mfg.  Co....  75 

Mul«»ney  Company,  The . 54-5.5 

Alort  C<»mpany  .  62 

N 

Nash  .Manufacturing  Co .  67 

National  Heather  Slone,  Inc .  36  i 

National  .Metal  Products  Co .  70  ! 

O  i 

Old  Quaker  Paint  Co.,  Inc .  17  : 

Orchard  Bros.,  Inc .  36  { 

P  j 

Peerless  (Jrille  Co .  62  i 

Perma  Fare  of  .America .  25  \ 

Pilgrim  Company,  F'.  A .  69  ' 

Pro-Tect-C-Jalousie  Corp . 45 

Protertalum,  Inc .  9  i 

R  I 

Re-Nu-It  Corp . 11,31  j 

Rex  Corporation,  The .  74  : 

Rex  Windows  .  67  ! 

Rologlass  Equipment  Co.,  Inc .  30  i 

Roofing,  Siding  &  Building  I 

Specialties  Manual  .  56  | 

Rul^roid  Co.,  The . 35  ! 

S  i 

Security  Metal  Window  Products 

Co . 32,66 

Shower  Door  of  America .  74  j 

Stewart  W’indow  Co .  71 

Storm  Windows  of  Aluminum,  Inc...  63 
Sun-Sash  Company  .  22 

T 

Trapp  Co.,  (ieorge  W .  68 

Trimedge,  Inc . Back  Cover 

Trip-I.ex  .  69 

U 

I'nion  .Aluminum  t'o.,  Inc .  15 

I'ni-Temp  Products,  Inc .  79 

I'niversal  Fabricators  .  60 

V 

V-Seal  Corporation  .  60 

A’erilex  Sales  Corp .  6 

W 

Wallace,  Inc.,  Don  B .  64 

Warner  Mfg.  Corporation .  16 

Weather-Tite  .  75 

Weather  W'ise  Windows,  Inc .  ?4 

Werner  Co.,  Inc.,  R.  1) . 72,66 

W'eyl-Gahagan  .  66 

Wilson  Mfg.  Co.,  L.  S .  21 

Winstrom  Manufacturing  Co .  66 

Winsulite  Mfg.  Co .  32 

Win-.Sum  Window  Corp .  8.5 
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CLASSIFIED  ADVERTISING 

Under  thU  heading  clauiiied  advertiiemenU 
are  accepted  at  the  uniform  rote  oi  2S  centi 
a  word,  but  no  advertisement  taken  for  lets 
than  20  words  with  o  minimum  charge  of 
S5.00:  3  months  at  20c  per  word  per  insertion. 
Check  or  Money  Order  must  accompany  copy 
oi  Classified  Ad.  Advertisements  soliciting  deal¬ 
ers  or  distributors,  or  new  products  for  sale,  not 
accepted  in  classified  section.  Address  all  com- 
municatioiu  to  Classified  Department,  BUILD¬ 
ING  SPECIALTIES.  425  Fourth  Avenue.  New 
York  16.  N.  Y. 


HELP  M ANTED 


\VK  .\RK  INTKKESTKD  in  liiring:  a  competent 
experienced  sales  manager  to  handle  our  retail 
.storm  window  and  door  busine.ss  on  a  salary  plus 
overiule  basis.  We  now  have  a  sales  force  but  are 
anxious  to  have  same  increased.  Well  known  and 
reputable  established  concern.  Write  Ilox  364,  Huild- 
iiig  Specialties,  435  Fourth  ,Xve.,  New  York  16. 
\.  Y. 


SKV'FK.M.  Wi.N'DOW  AND  door  installers  to  in¬ 
stall  III  Northern  .New  Jersey  area.  Write  Box  No. 
365,  lliiilditig  Specialties,  435  Fourth  Ave.,  New 
5’ork  16,  N.  Y. 


SALES  HELP  WANTED 


SALES  REPRESENTATIVE  WANTED:  Man 
now  calling  on  dealers  of  roofing,  siding,  Venetian 
blind  and  allied  fields  to  sell  Low-Price  extruded 
all  aluminum  combination  storm  window  territory: 
•New  England.  Middle  Atlantic,  Middle  West,  Will 
entertain  sideline  representative.  Write  Box  359, 
Building  Specialties,  425  Fourth  Ave.,  New  York 
16,  N.  Y. 


Mis(  f:llaneous 


SA(  KIFICINC  Ot  K  .MA.M  F.\CTl  KI.N't:  plant 
in  onltT  to  changp  climate.  \t)w  producing  initside 
Minds,  glass  jalousies,  aluminum  screens  and  awn¬ 
ings.  a\ir-o  Hlin«l  .Metal  .Awning  ('o.,  J950  Summer 
.\ve.,  Memphis,  Tenn. 


WANTEU—EaXPERIENCKlL  SUCCESSFUL  In- 
sulation  Salesman  to  qualify  as  Sales  Manager  for 
old  established  Insulation  firm.  Must  have  good 
character  and  reputation.  Nice  state  in  which  to 
live.  IVrmaiient  Job.  Write  Box  36.1,  c/o  Building 
Specialties,  425  Fourth  Ave,,  New  V’ork  16,  N.  V'. 


WANTED;  PRODUCT  DESIGN  ENGINEER. 
Must  be  experienced  in  designing  aluminum  coro- 
hination  storm  screen  Akindows  or  products  for  the 
building  supply  held.  State  age  and  complete  his¬ 
tory,  salary  requirements  and  references.  This  is 
a  permanent  position  with  an  assured  future.  Write 
Box  No.  362.  Building  Si>ecialties,  425  Fourth 
Avenue,  New  A’ork  16,  N.  Y. 


READ  EVERY  MONTH  { 
BUILDING  SPECIALTIES  | 
$3.00  PER  YEAR 
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Copyright  1 932-*Trim«da«,  Inc. 

*TRIM-A-IUSTER  n  the  registered 
trade  mark  of  Trimedge,  Inc. 


irmMiTidtiii,  dNio 


Trim-A-Luster  is  exciting  news!  To  the  trade,  to 
architects,  builders,  contractors,  store-keepers  and 
housewives  ...  it  is  the  solution  to  an  old  problem, 
that  of  aluminum  oxidation  which  causes  ordinary 
aluminum  mouldings  to  rub  off  black.  Trimedge 
developed  Trim-A-Luster  to  seal  the  finish  and 
prevent  oxidation,  tarnishing  and  black  rub-off. 
Trim-A-Luster  is  now  the  standard  finish  for  all 
Trimedge  aluminum  mouldings  .  .  .  and  at  no 
extra  cost.  It’s  ready  for  you  now. 


EXTRUDED  ALUMINUM 
MOULDINGS 


